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Whitt ew wilh, EBS. 


THOUSANDS of design and test hours make this new series of 
ERIE Gasoline Pumps and Dispensers the finest we have built 
in 28 years. The improvements provide more economical oper- 
ation, better handling of volatile fuels and quieter operation— 
more pumping capacity at lower r.p.m. and less wattage. ERIE, 
the most accessible pump, is even easier to service. Ask for 


Catalog No. 1498. Exe Wleter Systeme, Juc., Erte, Pa. 


MODEL 740 — 13'-9"' serving area, 1/3 hp. MODEL 743 — 13' serving area, 1/3 hp. 
motor, 12 to 15 g.p.m. capacity. motor, 12 to 15 g.p.m. capacity. 


Both models available for heavy-duty service — 3/4 hp. motor, 18 to 22 r.p.m. 
Dual Model 243 — Two Model 743's side by side with delivery hose at both ends. 
MODEL 740 MODEL 743 


Located on the side, signals fuel flow by 3 bouncing 
vari-colored catalin plastic balls which also serve to 
keep visigauge glass clean. 


Two brilliantly lighted openings permit bolder separate 
display of Brand advertising and Sale Computation 
Figures. Figures are sharper and easier to read — 
background is white porcelain enamel. 








A 1 inch displacement type with two double acting 
pistons equal to four piston operation — direct con- 
nected to Computor —over 390,000 in service. 


Rotary Gear type pump driven by Gilmer Timing Belt 
(750 r.p.m.) is assembled into Air Eliminator housing. 





New pump design provides larger ports for easier 
handling of volatile fuels. No need for stuffiing box 
on pump shaft which reduces load on motor and in- 
creases pump efficiency. Valves and strainer screen 





are easy to reach for servicing. 
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Nothing stops ‘em like DULUX 


Rolling along the highway, a motorist decides 
at a glance whether to stop at your station or 
go on to the next one. Bright, new-looking pumps 
and buildings catch the driver’s eye. . . instantly 
create the good impression that makes the dif- 
ference between winning or losing a sale. 

That’s why more and more profit-wise station 
owners are protecting their equipment with du- 
rable Du Pont DULUX Enamel. They’ve 
found that sparkling DULUX colors insure ex- 
tra eye appeal ... stay fresh for years. And 
dependable DULUX stands up to rough weather 
and hard knocks . . . resists oil, gas and grease 
spillage . . . pays off in far lighter maintenance 
problems and costs. 

So take advantage of the sales-pulling power 
of DULUX. With over 187,000 stations com- 
peting throughout the country, it’s just good 
business to have the car-stopping appeal of 
DULUX on your side! 
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There’s a Du Pont Finish for every service-station surface! 


NEW ODORLESS 
COLOR CONDITIONING 
PAINTS 
for station interiors 


Cheerful, inviting station in- 
teriors are good business! A vail- 
able in matching colors, in flat, 
semi-gloss and gloss, these new 
odorless paints make interior 
maintenance painting practical 
at any time without inconven- 
ience to you or your customers. 
Washable colors stay lovely for 
years! 
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BETTER THINGS FOR BETTER LIVING 
-. + THROUGH CHEMISTRY 


ENAMEL 


Chemically engineered to do the job better 











GATX tank car serviceistation 
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Steam rack where 24 tank cars can be cleaned at one time 


GATX tank cars are never more than a few hours away from "home base." 


More than 30 General American repair shops give the 47,000 GATX tank cars their periodic 
steam—cleaning, lubrication, maintenance and inspection. Specialized equipment and 


parts inventories used in building more than 200 types of tank cars are also available 
for the repair and maintenance of the GATX fleet. 


General American's experience gained in designing, building and operating railroad car 


fleets and shops for over 50 years gives shippers more dependable service for transport= 
ing liquids in bulk and greater flexibility of car types. 





Car repair shops throughout > GENERAL AMERICAN TRANSPORTATION CORPORATION 
the U.S.A. 


135 South La Salle Street, Chicago 90, Illinois 
Offices in principal cities 
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Behind Our Headlines 


The new tax code that was signed 
into law the other day is overwhelming 
—both in size and complexity. “Let 
the experts try to figure that out,” we 
thought. 


And that’s just what we did. NPN 
got in touch with Charles Noyes of 
the American Institute of Accountants 
and asked him if any of his people 
understood the new law. Mr. Noyes 
said his people were poring over the 
massive bill so they could interpret it. 


“Do you have someone who could 
interpret it for Independent oil mar- 
keters?” we asked. “We'd like to point 
up the aspects of the law that affect 
them.” 


The obliging Mr. Noyes arranged to 
have an article prepared especially for 
NPN readers. Not only is it helpful to 
Independent distributors, it’s also 
worth the attention of major company 
representatives who work with Inde- 
pendent marketers. It may help them 
explain some points. The story is on 
page 16. 


No one need be embarrassed if he 
doesn’t understand this new law. Ac- 
countants are in the process of being 
re-trained so they can cope with it. 


As one accountant remarked, “This 
bill could be called, “The Law That 
Will Permanently Wipe Out Unem- 
ployment Among Lawyers and Ac- 
countants.” 


—Herbert A. Yocom 
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KENDALL 
puts quality 


keep it there 


A pioneer in using refinery-sealed packaging for 
oil, Kendall Refining Company insists on quality 
protection for quality products. 


Kendall Oils and Lubricants—refined from 100% 
Bradford Pennsylvania Crude Oil—are safe- 
guarded from plant to purchaser in drums and 
pails equipped with Tri-Sure* Closures. When 
Kendall customers receive Tri-Sure protected con- 
tainers, they know they are getting the product 
they ordered . . . and the protection they want. 


Make your drums and pails a credit to your 
company by standardizing on Tri-Sure Closures: 
for drums—a leak-proof, tamper-proof combina- 
tion of flange, plug and seal; for pails and cans—a 
complete line of screw caps, nozzles, spouts, seals 
that protect and facilitate filling and pouring. 


When you order drums, pails or cans, invest in 
better packaging—and better selling—by specify- 
ing “Tri-Sure Closures.” 


*The Tri-Sure Trademark is a mark 
of reliability backed by over 30 years 
serving industry. 


CLOSURES 


? 
AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N.Y. 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada 


September 1, 1954 + NATIONAL PETROLEUM NEWS 





AHEAD OF THE NEWS 


New Fuels Prospect—Standard Oil Co. (Ohio) is about 
to introduce a new “longer-mileage and higher power” 
gasoline. Sohio customers have been asked in neighborhood 
previews to score the new fuel on miles per gallon, pick-up, 
knock or ping, power and smooth performance. Four years 
of laboratory and road tests are behind the new fuel, ex- 
pected to reach the Ohio market in a few weeks. Meanwhile, 
another major is preparing to announce an improved pre- 
mium grade gasoline—without “miracle” additives such 
as tricresyl phosphate but with rust-inhibiting and anti- 
stalling additives. 


LP-Gas and Profits—Despite expanding growth of LP- 
gas as farm tractor fuel in many areas, sales managers for 
farm tractor manufacturers aren’t too happy about the sit- 
uation. The reason: Even with increased demand for the 
LP-gas tractor, only from 1 to 2% of total tractor produc- 
tion is in this type model. At such a low rate, makers 
show little or no profit from the line. 


Aid for Jobber Bookkeeping—New accounting meth- 
ods tailored for the oil jobber will receive study under a 
two-year scholarship fund set up by the Illinois Petroleum 
Marketers Assn. Clyde O. Lyddon of Smith Oil & Refining 
Co., Rockford, will direct the research. Lyddon is on the 
Uniform Accounting Committee of the National Oil Job- 
bers Council, which hopes to devise a system that will enable 
the average jobber to participate more fully in the council’s 
annual surveys of jobber operating costs and profits. 


Where Are YOUR Customers?—One major oil com- 
pany plans to emphasize a know-where-your-customers-live 
theme in its 1955 dealer sales campaign. Its strong feeling 
that service station sales-building efforts often are wasted 
because dealers lack an accurate picture of where their 
customers actually come from was substantiated by a sur- 
vey showing that in nine cases out of ten the average sta- 
tion’s customers live within a mile radius. 


Mail Vote on API Committee—Members of the Amer- 
ican Petroleum Institute’s General Marketing Committee 
are voting by mail on whether they want an Operations 
and Engineering Committee and whether they think the 
existing Weights and Measures Committee should become 
a subcommittee of the new group if it is established. A 
study committee has endorsed the idea of an operations- 
engineering unit. New committee would aim at cutting thar- 
keting construction costs through adoption of uniformity 
in basic units for service stations, bulk plants and terminals. 
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Gas Turbine’s Hot Breath—Gas turbines for cars ap- 
pear to be a step closer to public use now that Austin Motor 
Co. in England has fitted a car with a heat exchanger tur- 
bine, reportedly with success. High fuel consumption and 
heat wastage have constituted a main obstacle to commer- 
cial use of gas turbines. The heat exchanger in the exhaust 
system utilizes “waste” gases and cuts fuel consumption. 
Austin merely says results so far with its 125-hp engine are 
encouraging. Another British car company has been work- 
ing on gas turbines, but has made no announcement of 
success with heat exchangers. 


Northwest Refinery Soon—General Petroleum Corp.'s 
new 35,000 b/d capacity refinery at Ferndale, Wash., is 
slated to go on stream in November with crude runs at 
26,500 b/d. Present plans call for processing Alberta 
crude, delivered through the Trans Mountain Pipe Line. 


Tubeless Correction Due—Start watching for the oil 
and tire companies to join forces this fall to educate deal- 
ers in tubeless tire techniques. Owners of tubeless tires 
have found some service stations unprepared to handle re- 
pair service. And the average dealer, observers feel, will 
have to make up his mind whether to learn how to do the 
job or take the chance of losing customers. 


Experts to Talk Motor Oils—Six specialists from oil 
and automotive industries will comprise a panel for a 
technical symposium to discuss new multiple-graded motor 
oils at National Petroleum Assn.’s 52nd annual meeting at 
Atlantic City Sept. 15-17. Questions to be considered in- 
clude whether the new oils save gasoline, reduce deposits 
and protect engines, NPA’s E. H. Fallin says. He expects 
the session to produce considerable new and re-confirmed 
data. Those who will present formal papers include R. K. 
Williams of General Motors’ Research Laboratory Divi- 
sion; C. W. Georgi of Quaker State; P. Overcash and W. 
Hart, Kendall Refining; and L. Raymond and J. E. Soco- 
lofsky, Socony-Vacuum. 


Milk or Pop?—A Minnesota filling station chain plans 
to include milk in soft drink dispensers as the result of an 
experiment by owner Arthur T. Erickson at Princeton, 
Minn. Erickson redesigned a “pop” dispenser to accom- 
modate two rows of half-pint bottles of milk. Normally, 
the machine sells about 1,000 bottles of pop a week, but 
milk outsold pop by a considerable margin. 


For more Ahead of the News 





PICTURE OF A MAN MAKING MONEY 


E’S SELLING the new Hood 
Safety -Seal “400” — the tire 
that needs no tube! His job is easy 
because he has a product with 
features his customers need and 
will buy... features that can be 
demonstrated and proved! And 
he doesn’t have to give away 
his profit! 

This new Hood tubeless tire has 
all four of the “most wanted” fea- 
tures — blowout protection, punc- 
ture protection, skid protection and 
extra mileage! 


PERMANENTLY SEALS PUNCTURES 


The dealer pictured is showing his 
customer how Hood’s Puncture 
Guard sealant surrounds punctur- 
ing objects to prevent loss of air. 
Next he will pull the awl out of 
the tire to demonstrate how the 
Puncture Guard seals the puncture 
hole permanently. He'll remind the 
customer of the benefits—no de- 
lays, no inconvenience, no costly 
repair bills. 
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PROTECTION AGAINST BLOWOUTS 
Then the dealer will point out the 
patented Blowout Shield which 
lines the inside of the tire from 
bead to bead. This special liner 
serves a dual purpose. It replaces 
the old-fashioned inner tube as 
an air retainer and provides the 
best possible protection against 
blowouts. There is no tube to 
go flat... no tube to blow out! 
The motorist is warned of tire 
damage by a slow leak instead 
of suffering a sudden dangerous 
blowout. 


Hood’s new tread gives unsurpassed 
skid protection. The dealer can 
easily demonstrate how the mold- 
ed-in Safety-Grip Blocks and the 
Skid-Safe center ribs grip the road 
from every angle to assure safe, 
straight-line stops and fast acceler- 
ation. The thick, broad tread de- 
livers bonus mileage as well as 


bonus safety. 
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AN AGGRESSIVE SALES PROGRAM 
Hood offers a complete line of more 
than 190 different sizes and types 
of tires, All of them are backed 
by aggressive local and national 
area advertising and promotion. In 
addition, Hood supplies its dealers 
with all of the essential selling helps 
and training materials, including 
motion pictures, slide films, dem- 
onstration kits, seasonal display 
services, literature, etc. 


Hood’s protected territory fran- 
chise gives the independent tire 
dealer the opportunity to compete 
profitably against anyone! For full 
details, write Dept. NH-9, Hood 
Rubber Co., a Division of The 
B. F. Goodrich Co., Akron, Ohio. 
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AHEAD OF THE NEWS 


Two Chevrolet V-8’s—Chevrolet, scheduled to introduce 
a new V-8 engine this year, probably will come out with 
two versions. One will be about 160 hp at approximately 
8:1 compression ratio. The other, presumably for the Cor- 
vette, may rate about 180 hp. The latter would be in the 
premium fuel class. But some doubt exists among auto 
men as to whether the 160-hp V-8 will call for regular or 
premium. Some think Chevrolet will have to stay with reg- 
ular grade fuel to compete with Ford’s V-8, which operates 


on regular. 





Opportunity at API—Chances are that American Petro- 
leum Institute speaking talent in the future will not be 
limited to that from the ranks of oil suppliers. API has 
plans to line up speakers for jobber and dealer association 
conventions from “outside” sources, including spokesmen 
from other industries. Some favorite subjects: What a 
Jobber Expects of His Supplier (and vice versa), Training 
of Marketing Department Personnel, How to Educate Your 
Wife to Be a Widow (estate planning), The Business Econ- 
omic Outlook, The Value of Accounting, Is the Retail 
Gasoline Business Profitable?, What the Customer Expects 
of the Service Station. 


New Los Angeles Levy?—Los Angeles County motor- 
ists, who daily consume about 4,666,000 gal. of gasoline, 
will be asked to pay an extra 1¢-per-gal. tax (in addition 
to 8¢ in state and federal taxes) if the county Board of 
Supervisors has its way. Seeking “pay-as-you-drive” revenue 
for the county’s secondary road network, the supervisors 
are looking for a way to persuade the state legislature to 
authorize the new levy. But oil industry sources doubt the 
lawmakers will approve legislation to empower any county 
to invade a tax area now reserved to the state. 


NPN Staff 


Another Budget Plan—Arkansas Fuel Oil Corp. and its 
affiliate, Orange State Oil Co., now offer six-month terms 
on TBA purchases along lines similar to those adopted by 
other oil companies. Amounts of $50 or more will be 
carried for six months. Smaller amounts, down to a mini- 
mum of $20, can be spread over three monthly payments. 
No down payment is required, and there is no interest or 
carrying charge. The time payment offer is confined to 
holders of Arkansas Fuel Oil or Orange State credit cards. 


Costs Close Kansas Plant—For at least two months, 
the Shallow Water Refining Co.’s 5,000-b/d refinery at 
Garden City, Kans., will be closed because of higher costs 
and declining profits. Study will determine whether the 
plant will be modernized and reopened, or put up for 
sale. Closing date is Sept. 1. 


Canadian Gas Seeks New Entry—Westcoast Trans- 
mission Co., Calgary, is talking with the Pacific Gas and 
Electric Co., San Francisco, on Westcoast’s proposal to use 
Peace River Canadian natural gas to augment the supply 
to California. There’s speculation in Vancouver that a 
$150-million gas pipe line might be built from the Canadian 
fields to the California border. However, Southern Cali- 
fornia gas men see this as a duplication of the authorized 
Pacific Northwest pipe line from the San Juan basin to the 
state of Washington. But they comment: Federal Power 
Commission objections to reliance on a “foreign” gas source 
probably would be overcome if Peace River gas were piped 
into Pacific Northwest’s system and the latter made an 
equal amount available at the New Mexico source to 
Pacific Gas and Electric or the Pacific Lighting Group, 
which have agreed to share 50-50 any gas brought into 
California by either gas transmission company. 
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There is no better lubricant for all farm 
machinery than 
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Multi-Purpose 
All-Weather 
Lithium-Base Lubricant 
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INTERNATIONAL LUBRICANT CORPORATION 


New Orleans, La 





Manufacturers of Quality Lubricants 


AVIATION e INDUSTRIAL « AUTOMOTIVE e MARINE 


Research Comes Quality, With Quality Comes Leadership 
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WASHINGTON 


Jobbers Can Pave Way for Oil Bills Now 


Oil jobbers know that one of the best 
times to get their views across to their 
congressmen is between sessions. Par- 
ticularly in an election year. 

There were several pieces of legis- 
lation directly affecting jobbers which 
got lost somewhere in the shuffle dur- 
ing the 83rd Congress. These proposals 
will crop up again when the next Con- 
gress convenes, and some action by 
interested jobbers now might help pave 
the way to passage. 

One of the “lost” bills would have 
given marketers a refund of federal 
taxes paid on products lost by fire or 
other accident. 

This was one of those proposals to 
which no one raised any objection, but 
which simply died on the vine. It was 
scheduled to be added to the bob-tailed 
tax bill and had the support of at least 
half a dozen committee members. But 
the tax bill bogged down because 
everyone and his cousin was trying to 
hitch something on it. As a result, the 
whole thing fell through. 

Another stymie was the effort to 
stop government operation of PX serv- 
ice stations on military bases. This was 
part of an over-all effort to cut down 
on government competition with pri- 
vate business. Proposed legislation got 
watered down along the way and finally 
failed to get through, but it is certain 
to come up again. 

The stage is also set for some brisk 
battling over “good faith” bills. Some 
want a law saying that the U.S. Su- 
preme Court said: Good faith is an 
adequate defense against discrimina- 
tory pricing practice charges. Others 
want the opposite: If competition is 
injured, a firm is guilty even if it did 
cut its prices in “good faith” to keep its 
customers from switching to another 
supplier. 

Jobber opinions may vary—although 
many jobber groups are unhappy with 
the Federal Trade Commission order 
in the Indiana Standard “Detroit 
Case,” but they all agree on this point: 
There should be some clarification of 
what is meant by good faith. 


Tax Changes Coming 


Jobbers with expansion or modern- 
ization plans in mind will want to keep 
an eye open for action by Internal 
Revenue Service on changes in depre- 
ciation rules. 

Congress passed the tax revision bill 
which, among many other things, 
liberalized the depreciation procedure 
on new plants or facilities to enable a 
firm to deduct more for tax purposes 
in the first years of the life of a plant 
or equipment. By paying less tax, the 


owner would have more money to pay 
for the equipment. 

Congressional action, however, will 
have to be followed by specific rule 
changes by IRS. The agency has been 
ordered to give first priority to tax de- 
preciation rules, so something may be 
upcoming shortly. 


Close to Home 


It might seem that the high-level 
government committees now studying 
fuel policies and coal problems are 
somewhat remote from the oil jobber. 
But a jobber representative here gives 
this warning: 

“Apparently the coal people are get- 
ting in some good licks with govern- 
ment big-wigs on the need for expand- 
ing coal markets. I would like to point 
out to jobbers that coal markets can be 
expanded only by cutting in on some 
other markets—such as fuel oil.” 

Otis Ellis, general counsel for the 
National Oil Jobbers Council, and 
some other Washington oil representa- 
tives are keeping a skeptical eye on 
developments of the fuel studies. They 
note that coal seems to be dominating 
the play and that oil views are now 
being invited as something of an after- 
thought. 

It seems highly unusual to many 
observers that the committees have 
been so slow about seeking the help of 
Interior Department’s Oil and Gas Di- 
vision and the National Petroleum 
Council on a matter which involves oil 
so directly. 


On Gas Regulation 


Here are two good bets on develop- 
ments in the controversy over regula- 
tion of independent natural gas 
producers by the Federal Power Com- 
mission: 

1. The U.S. Supreme Court will 
close the door on any further appeals 
of its ruling. 

2. President Eisenhower will sign a 
Kerr-type bill specifically exempting 
independent producers if the next 
Congress passes such a bill. 

Right now it’s a toss-up whether an 
exemption bill can get through. There 
are a lot more natural gas consumers 
than there were when the Kerr Bill was 
passed (only to be vetoed by Truman). 
And many of the new gas consumers 
are in states with no gas production. 
So some congressmen who normally 
oppose federal regulation may be in- 
fluenced by consumer groups to go 
along with those who favor federal 
control of most anything. 


—NPN Washington Staff 
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Automatic Inflation 
Speeds Service, 
Adds to Tire Life 


Station Operators Save Time 
Airing tires can be done in a few seconds 
—even in the dark—with the new 
NELSON Equamatic tire inflator. Oper- 
ator merely dials desired pressure, the 
NELSON shuts itself off when dialed 
pressure is reached —no gauge watching, 


| no valving-off. 


Customers Like Service 


Each pair or set of tires aired at same 
dial setting get exactly equal pressures. 
Customers like the speedy service, the 
greater driving comfort, safety, and longer 
tire life. 


Rugged—Low Upkeep 
Thick-walled pressure-cast case protects 
working parts against damage from bang- 
ing and dropping on concrete. Can be re- 
calibrated right on airline—no cartridges 
to buy, no time lost returning to factory. 


Meets Every Need 
Universal model has 10 to 110 lb. dial 
range. Passenger tire model has 15 to 
45 lb. dial range with open position for 
higher pressures. Each available with 
“Handi-Chuck” (illustrated), standard 
single chuck or dual chucks (also with 
Nelson Safety Grip-Chuck for tire repair 
departments). 


Low First Cost 
Passenger model shown costs only 
$14.95, less liberal allowance for old 
gauge. Connects to airline —no installa- 
tion cost. See your jobber or write us now 
for free literature. 
10 


BarmorivE 


PRODUCTS INCORPORATED 


440 PERALTA AVENUE 
SAN LEANDRO, CALIFORNIA 





PETROLEUM INDUSTRY INDICATORS 


8 an” geeka AUG 20 
sie 
YEAR AGI 
- 27 


A A 1954 
Gasoline 11.46 
Kerosine 10.25 
Distillate 8.74 
Residual 3.86 
4 principal 
products 8.71 
Lube oil 16.30 
Crude at 


well ($ 
per bbl.) 2.81 


* Weighted average price, prin- 
cipal markets. 


NPN PRICE AVERAGES* 
Refinery/Terminal 


(¢ per gal.) 


eek Ended 


Ww 
Nake WEEKLY PETROLEUM STATISTICS (APD —s Aug. 20, 1954 


Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
Kerosine (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude oil—B. of M., 1 day later (thous. bbl.) 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) 6,936 
Foreign crude included (thous. bbl. daily) 680 
% of refinery operated 84.1 


155,017 
111,444 
33,830 
55,848 
279,788 


Refinery Output 
Gasoline (thous. bbl.) 23,826 
Kerosine (thous. bbl.) 2,171 
Distillate fuel oil (thous. bbl.) 10,261 
Residual fuel oil (thous. bbl.) 7,917 
Crude Supply 
U.S. crude oil production (thous. bbl. daily) 6,062 
Crude oil imports (thous. bbl. daily) 665 


ES) MONTHLY MARKET TRENDS 


Latest Month 


44,337 (June) 
12,742 (June) 
21.44 (Aug.) 
4,292 (May) 
604 (June) 
437 (July) 
62 (July) 
6,029 (June) 
1,831 (June) 
51 (May) 


Petroleum products in secondary storage (thous. bbl.) 
Exports of crude and refined products (thous. bbl.) 
Average station gasoline price, ex tax (¢ per gal.) 
“Gasoline consumption (million gal.) 

Service station building permits (number) 

Passenger cars—domestic shipments (thous.) 

Trucks and buses—domestic shipments (thous.) 
Automotive replacement tire shipments (thous.) 
Replacement battery shipments (thous.) 

Oil burner shipments (thous.) 


“Excludes Oklahoma 


Week Ended 
July 23, 1954 


158,844 
98,412 
31,069 
53,585 


SSIs 


279,885 


6,774 
724 
82.1 


23,565 
1,910 
9,856 
7,525 


6,171 
763 


Previous Month 


42,184 
11,577 
21.58 
4,198 
513 
490 
74 
3,115 
1,39! 
49 


Week Ended 
Aug. 21, 1953 


140,511 
113,302 
33,227 
50,844 
282,758 


7,109 
639 


92.2 


24,664 
2,170 
10,243 
8,956 


6,530 
577 
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SUPPLY AND DEMAND 


Refinery Runs Up—cCrude runs to 
stills in U.S. refineries are on the rise 
6 


after repeated slashes over the past 

several weeks. During the week 

ended August 20, refinery runs rose 7 
201,000 b/d, reports American Pe- een 

troleum Institute, bringing totals 


near the 7 million b/d mark. With 

the end of the high-consumption litelele Weleda if Walidi/s 

tourist season, gasoline output is Be ' } f Ya ‘ 

down, and the build-up of distillate, ob 

kerosine and fuel-oils is on in prep- Pit \N Soept ans 

aration for the coming heating sea- 3 i ‘ !| | | | \ | | | ys 

son. Distillate stocks, however, 

stood at 3,691,000 or 1.6% less Put more punch in your outdoor displays. Put your § 
—> 












































than this same time last year. Gas- own sales message where it will be seen blocks away— 
oline stocks, at a level 10.3% above 


a year ago, were down 1,311,000 
bbl. from the previous week. 


on these big new sun-bright fluorescent letter-banners, 
Individual banners measure 13” x 19”. Letters are a bril- 
liant red fluorescent on dark blue background. Send us 
Residual “lmtbalenee’—The Oil your message. We spell it out, sew letters on 60-ft. 
Producers Agency of California has lengths of sisal rope, and ship to your stations—one or 
called attention to what it calls the 1,000—ready to put up over driveways or building fronts. 
“continuing imbalance” in the Cali- Ideal for any sales event. Write for details and prices. 
fornia residual fuel situation. The 
agency said preliminary figures V7, 
show residual stocks gained 49,000 Send for Pratt's new catalog of outdoor display ma- 
b/d during July, bringing the Dis- CATALOG! _ terial. Filled with sales ideas every station can use. 
trict 5 total to 27,084,000 bbl. on comes , 
July 31. This represents a level ’ 
8,062,000 bbl. higher than residual hl i 
stocks in July of last year. Residual 
inventories are continuing to in- 201 PRINTCRAFT BUILDING, INDIANAPOLIS 4, INDIANA 
crease despite substantially lower 
crude production and decreased im- 
ports in California and despite the 
fact that 15,000 b/d of refinery cut- 
backs is in heavy crude, the group 
reported. 












































Imports Up—U:S. imports of foreign 
crude continued to rise, showing an 
increase of 15,300 b/d during the 
week ended Aug. 20, compared q 
ath diac peocelling wad. At thea gral 

. me preceding week. At te :alibrating positive 
same time, California imports con- meters at 
tinued to decline, dropping 1,600 | refineries, terminals, 
b/d from the week ended Aug. 13. mB iar — ow 
Imports East of California showed sac cnalore 
an increase of 16,900 b/d. 


Send for Bulletin 
CT-102-53 





Record Crude Output—Crude oil 
production in Canada’s Alberta 
province, set an all-time high dur- 
ing the first six months of 1954 
with an average of 218,624 b/d. 
The figure represents an increase of 
40,726 b/d over a like 1953 pe- A calibrating tank, or meter prover, is essential 
riod. The Alberta natural gas wells | & in keeping your meters accurate. Smell meter 

= errors can be very costly. Here is a precision 
also set a new production record, 


: pais , instrument which will quickly pay for itself 
turning out 70.19 billion cu. ft., an Designed to conform with the A.P.I. Code #1101 


increase of 14.21 billion cu. ft. over Excel-So Calibrating Tanks come in sizes from 
the first six months of 1953. Cana- UW A R n f R 50 gallons re 2000 gallons in both stationary and 
dian crude production in May, Le WwW | S ala ee 

1954, was more than | million b/d 
over production in May, 1953. Pro- ? Company 
duction increased 1.7 million b/d ’ 

from April, 1954, to May, 1954. > X 3096 © TULSA OKLAHOMA 

wi . é 





ae st 
a ee 
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what year would you say it was? 


It was the year when American troops surged into Belleau Wood and the Argonne. 
... when all Broadway theatres closed to save coal. 


We remember the year especially be- 
cause it was the year we began the first 
commercial catalytic cracking to manu- 
facture No-Nox Gasoline after we'd 
finally licked the problem of producing 
Alchlor in commercial quantities. 

If you guessed the year as 1918... 
you’re right. 


. .. when Prohibition became law and began an era. 


The petroleum industry has altered 
and advanced in the 36 years since, and 
in its altering and advancing, has 
changed the face of America. 

We at Gulf believe that no limits can 
hold a man, an industry, or a nation 
which will not accept limits. We believe 
the best is yet to come. 


GULF OIL CORPORATION 


GULF REFINING COMPANY 
GENERAL OFFICES, PITTSBURGH, PA. 
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HIGHER OCTANE GASOLINE 


National Petroleum News 


September 1, 1954 


MORE SPARK PLUGS 


MORE OIL FILTERS 














MORE 12 VOLT BATTERIES 





MORE TUBELESS TIRES 


1955 Cars: Facts for Oil Marketers 


Just around the corner is a parade of new automobiles—the 1955 


models. 


When these shiny, sleek beauties roll onto the nation’s highways 
they will bring with them changes and improvements that oil mar- 


keters will need to know about if 
they are to get and keep their 
share of the 1955 servicing and 
replacement parts business. 

Advance technical data obtained by 
NPN from 15 of 19 car manufactur- 
ers, plus reliable industry reports on 
four other makes, paints this picture 
for oil marketers: 

e A complete stock of tubeless 
tires in every service station. 

e New equipment to service these 
tires. 

e Premium grade gasoline sales up 
about 20%. 

e More spark plug sales. 

e Oil filter cartridge sales higher. 


e Greater demand for 12-volt bat- 
teries and facilities for charging them. 


e Increased demand for servicing 
and checking of power steering and 
power brakes. 


TUBELESS TIRES 


Of 55 models of 1954 vintage, only 
three (Packard) offered tubeless tires 
as optional equipment. With produc- 
tion of these models totaling only 
about 30,000, and with some owners 
sticking to the conventional tire, the 
number of cars coming factory- 
equipped with tubeless tires probably 
was well under the 30,000 mark. 

Add to this number, replacement 
sales of tubeless tires and the over-all 
figure still amounts to only a small 
percentage of all cars produced and 
an even smaller share of all cars on 
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the road using tubeless tires. 

With introduction of 1955 models, 
45 of 50 models scheduled for pro- 
duction will come with tubeless tires 
as standard equipment. Five models 
will offer the tubeless tire as optional, 
but that may change before the first 
of the year when all models probably 
will make that tire standard equipment 
to remain competitive with other car 
manufacturers. 

This means more than 5 million 
new cars with tubeless tires will hit 
the road in the next 12 months. Add 
to that number car owners who have 
purchased tubeless tires already as re- 
placement equipment, and from 15 to 
20% of all cars in use will be riding 
on tubeless tires. 

Every service station will have an 
average of 50 customers each driving 
cars with tubeless tires by the end of 
the next year. That’s a minimum. So, 
to keep these customers, stations must 
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Types of Engines Type of Gasoline Recommended 
1950 1951 1952 1953 1954 *1955 1950 1951 1952 1953 1954 1955 
Makes of Cars 20 21 20 19 19 19 % Premium to total 
Models of Cars 64 62 60 54 55 50 gasoline sales 28.1 28.2 299 30.5 31.7 348 
6 Cyl. Models 21 29 26 24 24 15 Models recommend- 
6 Cyl. Prod. (% Tot.) 579 61.1 61.5 57.5 540 33.6 ing premium ‘se Be 17 17 22 
8 Cyl. Models? 15 11 10 8 7 0 % premium models n.a. n.a. 18.3 31.1 30.9 44 
8 Cyl. Prod. (% Tot.) 14.5 126 109 6.7 0.6 0 % of cars where 
V-8 Models 12 16 20 21 23 35 manufacturer rec- 
V-8 Prod. ommends premium n.a. na. 12.5 89 166 22.1 
(% Tot.) 25.1 25.6 27.5 35.8 45.4 66.4 
an on data from manufacturers of 15 of 19 makes Car Lubrication Data 
of cars. 
*Straight eight engines. 1950 1951 1952 1953 1954 1955 
Oil Filters 
Models, no filters: 
2 0 
Models, filters optional: 
Compression Ratio by Year* 21 12 
1950 1951 1952 1953 1954 1955 Models, filters standard equipment: ” a 
Avg. Comp. Ratio 7.03 7.07 7.18 7.44 17.64 17.73 % models, filters standard equipment: 
Number of car models 58 16 
By Models % filters standard equpment: 
Under 7:1 26 20 10 3 0 0 63.4 71.1 
Between 7:1 and 8:1 35 39 47 35 38 29 Average replacement interval (miles): 
Between 8:1 and 9:1 3 3 3 15 13 5 5,233 5,436 5,680 
Between 9:1 and 10:1 0 0 0 0 0 2 Crankcase: 
% of Total Cars Mfd. Average capacity (qt.): 
Under 7:1 60.5 51.0 38.5 27.2 0 0 5.2 5.1 5.0 5.1 5.3 5.2 
Between 7:1 and 8:1 39.3 48.8 61.4 72.7 81.2 78.1 Average oil change recommended (miles): 
Between 8:1 and 9:1 0.2 0.2 0.1 0.1 18.8 18.5 2,562 2,607 2,466 2,600 2,777 2,850 
Between 9:1 and 10:1 0O 0 0 0 0 3.4 Automatic Transmission 
Average capacity (qt.): 
*Ethyl Corp. data except for 1955 models. Data for 1955 0.3 10.3 10.1 10.1 9.9 9.7 
were compiled by NPN on basis of information from car Average drain interval (miles): 
manufacturers. 23,461 22,778 22,647 22,500 20,950 21,470 
be equipped to not only service these all gasoline sales. With introduction more mechanical octanes into these 


tires but to replace them in event of 
failure. 


GASOLINE 

Compression ratios are going up, 
hitting a peak of 9:1. Horsepower 
also is going up and may hit the 265 
mark for some models. Some new 
engines are being introduced. 

This means greater demand for pre- 
mium quality fuels. Survey of 1954 
models shows 17 of 55, or 30.9%, re- 
quired premium grade fuel according 
to manufacturers’ recommendations. 
In the 1955 line, manufacturers are 
recommending premium grade fuel for 
22 of 50 models, or 44%. 

Translated into actual car produc- 
tion, in 1954, 16.6% of all new cars 
required premium grade fuel as against 
22.1% for the 1955 production. 

An estimated 900,000 of 1954 mod- 
els carried a premium fuel recom- 
mendation while during the coming 
months that figure probably will ap- 
proach the 1.2 million mark. 

In addition, thousands of cars with 
“critical” engines of pre-1955 vintage 
and some of 1955 model now require, 
or will require premium fuel for knock- 
free performance. 

Premium grade sales for 1954 prob- 
ably will amount to about 31.7% of 
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of 1955 models, the next year is ex- 
pected to send premium grade sales up 
near the 35% mark, a gain of more 
than 20% over 1954. 


COMPRESSION RATIOS 


The story of higher premium fuel 
demand is told in engine changes being 
made in 1955 models. 

Of 1954 models produced, 24 were 
six-cylinder, seven were straight eights 
and 23 were V-8s. When 1955’s be- 
gin appearing, there will be only 15 
six-cylinder models; no straight eights 
and 35 V-8s. V-8 engines will consti- 
tute better than 66% of total car pro- 
duction in the 1955 line. In 1954 the 
figure was about 45%. 

Transition toward the V-8 engine 
has brought with it a steady increase 
in compression ratio. Average com- 
pression ratio last year was 7.64:1 
while in 1955 it will be 7.73:1. Gains 
in compression ratio in new models 
will range from .25 to one full step, 
with the top being 9:1. 

Auto and oil industry engineers are 
of the opinion that the models coming 
out at 9:1 probably will be no more 
critical fuel-wise than some others at 
8.5:1 or 8.75:1 requiring premium 
grade fuel. This is because in the past 
year Or sO auto engineers have built 


models and fuel requirements there- 
fore have been made less critical. 

A study of compression ratios tells 
the story of increased demand for 
premium fuels. In 1953 about 27% 
of all cars produced had compression 
ratios under 7:1. In 1954 and during 
the coming year there will be none. 

In the 7 to.7.99:1 compression ratio 
range, almost 73% of all 1953 models 
produced fell in this category. About 
81% of production was in this range 
for 1954 models and 1955 production 
will show about 78% of new cars 
somewhere between the 7 and 7.99:1 
range. 

In the 8 to 8.99:1 compression ratio 
range, only 0.1% of all 1953 model 
production was of this type; in 1954 
the percentage rose to 18.8% and in 
1955 will drop off a bit to 18.5%. 

This drop is partly accounted for 
by the introduction of the first produc- 
tion of a 9:1 engine. Two 1955 models 
will have this engine and will account 
for about 3.4% of total car produc- 
tion. 


SPARK PLUGS 
The switch to V-8 engines by 12 
models in 1955 means the addition of 
more than 2 million more single spark 
plug sales than existed in 1954. It is 
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estimated that about | million more 
V-8 engines will be produced in the 
1955 line than in 1954. 


OIL FILTERS 


Among 1954 cars, about 63% had 
oil filters as standard equipment, while 
more than 71% of 1955 production 
will list oil filters as standard equip- 
ment. 

This means a minimum of 513,000 
more potential cartridge sales among 
1955 models than was true for 1954 
cars, 

NPN’s survey indicates all 1955 
cars will offer oil filters as either 
standard equipment or optional equip- 
ment. By models, 38 will have filters 
as standard equipment in 1955 as 
against 32 last year. Car makers 
offered filters as optional equipment 
on 21 models in 1954 and will list 
them as optional on 12 this year. 
There were two models in 1954 which 
didn’t offer filters as either standard 
or optional equipment. 


BATTERIES 


About 300,000 more cars with 12- 
volt ignition systems will roll off 1955 
assembly lines than did in 1954. 

Breakdown by models shows the 
trend toward 12-volt systems much 
less drastic than is true of the tire 


picture. 

About 20% of 1954 model produc- 
tion carried 12-volt batteries, while 
this year one of every four cars, or 
25.3% will be equipped with the 
higher voltage batteries. 


LUBRICATION 


Average crankcase capacity for 1955 
model cars will be slightly lower than 
in 1954—5.2 qt. for 1955 as against 
5.3 qt. for 1954. 

On the basis of car manufacturers’ 
recommendations, the drain interval 
is extended somewhat. On 1954 mod- 
els the average crankcase drain inter- 
val was 2,777 miles, while in 1955 
models it is an average of once every 
2,850 miles. 

Over-all, no drastic lubrication 
changes are anticipated in 1955 mod- 
els. However, the first three months 
of operation, especially among some 
of the new engines, may turn up some 
problems not now anticipated. 


AUTOMATIC TRANSMISSION 


Lubrication requirements for auto- 
matic transmissions remains basically 
unchanged from the 1954 needs. Aver- 
age transmission capacity has dropped 
off, though, going from 9.9 qt. in 1954 
to 9.7 qt. for 1955 models. Average 
drain interval also has risen slightly, 
going from 20,950 miles for 1954 


models to 21,470 for 1955 models. 

While some models are coming out 
with new automatic transmissions and 
others with improvements of their cur- 
rent units, manufacturers’ recommen- 
dations for lubricant will remain un- 
changed from what they were on 1954 
models. 


POWER STEERING 

This accessory is gaining headway 
among 1955 models with 37 models 
offering it as optional equipment, while 
34 models had it by the tail-end of the 
1954 assembly line run. Nine 1955 
models will carry it as standard equip- 
ment as against only five last year. 

At last count only four models 
seemed prospects of not offering power 
steering at all when 1955 assembly line 
runs begin. These may enter either the 
optional or standard equipment column 
before 1955 models have run their 
course. 

Lube recommendations are about 
the same for all types and unchanged 
from those on 1954 models. 


POWER BRAKES 


Among 1955 models, 41 will offer 
power brakes as optional equipment, 
five as standard and probably four not 
offering them at all. However, as with 
power steering, they may join the pa- 
rade before the 1955 run is ended. 





Tax Bids Set Off Market Debate 


Williston Basin crude oil may 
invade the Southwest market if 
three rapid tax write-off applica- 
tions are granted. 

But while the applicants are 
enthusiastic about the refining 
future of New Mexico and Ari- 
zona, at least two Texas and West 
Coast oil men question whether 
it is feasible to build refining 
facilities in the area. 

Three related fast tax write-off ap- 
plications on file with the Office of De- 
fense Mobilization call for at least two 
new refineries in the two-state area and 
a 900-mile crude oil pipe line from the 
Williston Basin. 

One application, filed by Ar-Mex 
Pipeline Co., covers the crude oil line 
from the Glendale area of southeast 
Wyoming south to Albuquerque, 
N. M., and west to the Phoenix- 
Tucson, Ariz., region. Line capacity 
would be 20,000 b/d at the outset, 
with a 30,000-b/d maximum six 
months later. Estimated cost of $31 
million. 

The refinery applications are from 


Navajo Refining Co., which plans a 
$10-million, 10,000-b/d plant at Albu- 
querque, and Arizona Refining Co., 
which wants to build a $12 million, 
15,000-b/d refinery at Phoenix. An- 
other refinery or two may be proposed 
later, with one being considered for 
Colorado Springs, Colo. 

The pipe line application points out 
that the line would be the first crude 
oil line into New Mexico and Arizona 
and the first connecting the Williston 
Basin with those states. It contends 
that the Arizona-New Mexico area is 
“developing rapidly” and _ refineries 
there would be “a sound business 
proposition.” 

The companies say some aviation 
gasoline would be refined and that the 
military has expressed satisfaction over 
the prospect of having avgas facilities 
available in the area in the event of an 
emergency. 

Two Opposing Views—But other 
oil men aren’t so enthusiastic. One 
Southwest independent refiner says 
there already is more crude in New 
Mexico than can be used and the state 
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already has enough, if not too much, 
refinery capacity. 

An economist for a major West 
Coast marketer says the economics of 
refineries in Arizona and New Mexico 
are not promising. Here are his rea- 
sons: 

e The problem in both states is the 
same—the markets don’t seem to just- 
ify refinery building. Arizona’s de- 
mand is almost entirely for gasoline, 
so it’s a selective demand that would 
not match the yield from a refinery 
there. The unwanted heavy products 
might be shipped to the West Coast 
for possible rerunning in Los Angeles 
refineries, but this is an expensive pro- 
cedure. 

e The fact that Albuquerque is pri- 
marily a gasoline and Diesel market, 
with some demand for heating oils, so 
far has been an insurmountable prob- 
lem for those who would build a re- 
finery there. 

e As for the pipe line from Wyo- 
ming—other sources of crude closer 
and easier of access would be prefer- 
able. If the main purpose of the proj- 
ect is to build refineries, Arizona and 
New Mexico constitute a low-priority 
area for possible refinery construction. 
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How Tax Code Revision Affects Marketers 








@ Greater freedom in retention of earnings 
@ Wider use of corporate tax rates 

™ Liberalized method of offsetting losses 
™ Speeded-up tax write-off formulas 





Before the 83rd Congress shut 
up shop last month it passed one 
of the most far-reaching bills— 
as far as taxes are concerned— 
in recent legislative history. 

The tax code revision bill re- 
vamped many unfair tax rules 
and liberalized many others. 
Here are some of the changes 
of greatest interest to oil mar- 
keters. 


RETENTION OF EARNINGS 


Several phases of the new tax law 
encourage expansion, one of the most 
important being the greater freedom 
now offered for retention of earnings. 
Heretofore a corporation was much 
hampered in this respect. Any hold- 
ing of profits for future use had to be 
deemed “reasonable,” and it was diffi- 
cult to satisfy the Internal Revenue 
Service that such was the case even 
though actual plans for expansion had 
been prepared. There was alwavs the 
possibility that any accumulation of 
funds would be considered a device 
for avoidance of dividend payments 
with the purpose of helping stock- 





This article was written ex- 
clusively for NPN by the Ameri- 
can Institute of Accountants, 
national professional society of 
certified public accountants. 





holders pare down their personal in- 
come taxes. 

Family-owned or small, closely held 
corporations in particular were hit by 
this. If any saving up of profits was 
found unreasonable, a penalty tax was 
levied. 

Now the situation is different. A 
corporation no longer has to prove 
retention of earnings reasonable. In- 
stead, the burden of proof is on the 
Internal Revenue Service. Past experi- 
ence indicates that a penalty tax is far 
less likely to be upheld under these 
conditions, 

Under the new law, earnings, even 
when held in cash or easily negotiable 
securities, may safely be set aside for 
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reasonable future modernization or 
expansion. This will be helpful to 
many oil companies under present 
market conditions. 

And even though there is still a 
possibility of penalty tax, its applica- 
tion will be less severe. Earnings up 
to a total of $60,000 (but not $60,000 
each year) may be held without ques- 
tion. And if a larger amount is held 
to be unreasonable, the penalty tax is 
imposed only on the portion which is 
found unreasonable. 


CORPORATE RATES 


Rules applying to corporations will 
be of interest to an increased number 
of oil marketers. While many are al- 
ready incorporated, certain partner- 
ships and proprietorships now have the 
choice of reporting and paying taxes 
as corporations if capital is a material 
income-producing factor. This may 
have advantages if the proprietors or 
partners are in a high personal tax 
bracket. Once made, the choice is ir- 
revocable unless there is a 20% 
change in ownership. 


OFFSETTING LOSSES 


Expansion, when it involves pur- 
chase of expensive equipment like fork 
lift trucks, tank trucks, or storage 
tanks, pipe lines and fittings, may re- 
sult in losses the first year or two, 
even though these things may increase 
profits later. 

The new law allows a distributor to 
“average” his income for tax purposes 
somewhat more liberally than he for- 
merly could. He can now carry back 
a loss against the profits of the two 
preceding years, instead of only the 
last year, and obtain a refund of taxes 


previously paid. This can provide addi- 
tional working capital when it is most 
needed. He can also carry forward 
losses against future profits for five 
years as formerly. 


TAX WRITE-OFFS 


Further encouragement to expan- 
sion lies in permission to write off the 
cost of new equipment at twice the 
old rate. Formerly a 2,000-gal. tank 
truck costing $12,500 and expected to 
have a useful life of eight years and 
a salvage value of $700 would be de- 
preciated (after substracting $700) 
in eight equal annual installments, 
12% % each year. Now 25% may be 
deducted each year, and the rate is 
applied to the total original cost the 
first year, and to the undepreciated 
balance thereafter, salvage not being 
subtracted in advance. 

The taxpayer also has a choice of 
still another somewhat more compli- 
cated method known as the “sum of 
the years’ digits.” The rate each year 
is expressed as a fraction determined 
by a prescribed formula. As in the 
straight line method, anticipated sal- 
vage must be subtracted in computing 
depreciation. The three methods are 
illustrated in the table below. 

If there is no expected salvage value, 
the write-down by the sum of the 
years’ digits or the straight line meth- 
od will reach zero and one of these 
methods may therefore be best for 
such an asset. It is impossible to reach 
zero under the declining balance 
method used alone. However, Con- 
gress has given automatic permission 
to switch from declining balance to 
straight line. If this is done after the 
bulk of the cost has been written off, 
a write-down to zero will be possible 
where no salvage value is anticipated. 

Both the declining balance and the 
sum of the years’ digits methods allow 
for much speedier recovery of the cost 
than was possible before, and offer a 
greater encouragement for expansion 
under appropriate conditions. 





Straight Line Declining Balance Some of the years’ Rate 

Year 12%2% 12% digits Fraction 
1 $ 1,475.00 $ 3,125.00 $ 2,622.23 (8/36) 
2 1,475.00 2,343.75 2,294.44 (7/36) 
3 1,475.00 1,757.81 1,966.67 (6/36) 

4 1,475.00 1,318.36 1,638.89 (5/36) 
5 1,475.00 988.77 1,311.11 (4/36) 
6 1,475.00 741.58 983.33 (3/36) 
7 1,475.00 556.18 655.55 (2/36) 
8 1,475.00 417.14 327.78 (1/36) 

Total $11,800.00 $11,248.59 $11,800.00 
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Super Tanker Sails on First Middle East Run 


@ The 45,000-ton tanker World Glory, largest cargo 
vessel ever built in the Western Hemisphere, is on her 
maiden voyage to the Middle East. The vessel was de- 
signed by Bethlehem Steel Co. for Stavros S. Niarchos, 


owner of the world’s largest independent tanker fleet. 
Trim lines enable the craft to exceed 17 knots with 
15,000 hp. It is the first tanker of comparable size to 
employ less than 17,500 hp. 








‘Little Inch’ Target of Legal Blast 


American Pipe Line Corp., 
three barge operators and six 
gas companies are out to stop 
Texas Eastern Transmission 
Corp. from converting its “Little 
Inch” pipe line from natural 
gas to oil products. 

Their action came in the form of 
petitions filed with the Federal Power 
Commission, opposing Texas Eastern’s 
application for permission to convert 
the line. 

Earlier, the barge men filed an anti- 
trust suit against Texas Eastern in 
New York’s Southern District federal 
court. 

Officials of American say their com- 
pany was given a rapid tax write-off 
of 40% instead of 25% on its pro- 
posed new Gulf Coast-East Coast 
products line because the government 
wanted the 500,000-b/d supply facility 
available for national defense. 

Little Inch, says the American peti- 
tion, would be an inadequate substi- 
tute for its proposed line because the 
capacity of Texas Eastern’s pipe line 
(235,000 b/d maximum) is inadequate 
and it will not extend east beyond 
Pittsburgh. American said its proposed 
line will be able to handle both re- 
fined products and liquefied petroleum 
gas, while Little Inch, it says, cannot 
handle L-P gas economically. 

The three barge firms — Chotin 
Towing Corp., River Company, Inc., 
and Greenville Towing Co., Inc.— 
claim conversion of Little Inch would: 

e Give Texas Eastern “a virtual 
monopoly” on transportation markets 
from Texas-Louisiana-Arkansas refin- 
ery and terminal areas to the middle 


Mississippi and Ohio River valleys and 
to connecting waterways. 

e Deprive barge operators of “the 
great bulk” of their business. This 
would “greatly impair” the entire tank 
barge fleet on the western rivers and 
would hurt national defense. 

e Injure independent marketers and 
refiners in areas involved and “tend to 
discourage” refinery construction in 
interior areas, especially by independ- 
ent refiners. 

e Put Texas Eastern in competi- 
tion with itself, for it would be trans- 
porting natural gas in one of its sys- 
tems and competitive fuels—particu- 
larly fuel oil—in the Little Inch line. 

Texas Eastern filed application July 
26 with FPC for authorization to 
switch Little Inch to oil products and 
to build additional natural gas pipe 
line facilities to enable it to serve cus- 
tomers now being served by Little 
Inch. FPC has set no date for the hear- 
ing. 


Knight Still Hopes 


For 5% Wage Increase 


The foot that Oil Workers Inter- 
national Union wedged in the door of 
the oil industry’s treasury with its 
5% wage hike demand is slipping, but 
“that doesn’t mean the door has been 
slammed in our face,” says OWIU 
President Jack Knight. 

“The general attitude of the com- 
panies has been ‘No,’” Knight said. 
“But negotiations aren’t over and we 
haven’t accepted that as the final 
answer.” 
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The CIO oil union, either through 
letters or local bargaining discussions, 
has made formal demands on compa- 
nies in several current contract nego- 
tiations for the 5% hike. Every con- 
tract that has been reopened this 
summer has included the demand, 
Knight said. But no contract has been 
negotiated yet with a wage boost. 

OWIU said it does not have a sum- 
mary of contracts under negotiation, 
but said they total “several score with 
probably a score of companies.” The 
union in all has about 600 contracts, 
most of which now are open or will 
be open shortly for negotiation. 

No pattern has been established on 
fringe benefits being granted by some 
companies. 

Knight emphasized that the state- 
ment he made in Washington to the 
effect that OWIU might withdraw its 
no-strike pledge unless companies act 
promptly on the union’s wage de- 
mands was not a “threat.” 


Max Ball Dies 


Max W. Ball, oil consultant, died 
in a Washington, D. C., hospital Aug. 
28 after a heart attack. He was 68. 

Widely known as a petroleum engi- 
neer, Ball headed the Oil and Gas 
Division of the Interior Department 
from 1946 to 1948, and was special 
assistant to the deputy petroleum ad- 
ministrator during World War II. 

He was consultant with the Turkish 
government last winter, and helped 
put through a measure permitting 
foreign producers to develop Turkey’s 
resources. He was a geologist, and 
wrote the book, This Fascinating Oil 
Business. 








THE INDUSTRY 





Roy Calvin 

Latest move in NPN’s pro- 
gram of expanding its editorial 
service is the addition to the 
Washington News Bureau of 
Roy Calvin as news reporter. 

Ably equipped to report the 
oil scene from Washington, Cal- 
vin has a solid news background 
of 13 years with United Press. 

Calvin broke in on the UP 
staff at Oklahoma City, then 
went to Houston as bureau man- 
ager, to Kansas City as night 
bureau manager, then became 
state news editor and bureau 
chief in Dallas. In 1951 he was 
transferred to UP’s Washington 
bureau and has spent the last 
year on the UP Senate staff. 

He attended the University of 
Oklahoma and was editor of the 
student newspaper. 








‘Task Forces’ to Study Coal Woes 


Five government “task 
forces,” each with coal industry 
representation, will put five of 
the coal industry’s problems 
under the microscope with an 
eye to possible administrative 
action. 

The five study groups were ap- 
pointed by the government’s inter- 
departmental committee on bituminous 
coal. 

Meanwhile, the interdepartmental 
group was accepting oil industry state- 
ments up to Sept. 1. Oil men later may 
appear before the committee. 

Here are the five fields in which the 
“task forces” will operate: 

e Residual oil imports. The main 
question here is whether the US. 
should interfere with Venezuelan re- 
finers to seek modernization of refin- 
ing processes, with the aim of reducing 
residual output. 

e “Dumping” of natural gas. Coal 
interests say they face unfair compe- 
tition resulting from extension of gas 
lines into certain areas where “excess” 
supplies are sold at “subnormal rates.” 
Canadian natural gas competition also 
will be covered. 

e Government fuel purchase poli- 
cies. The coal industry wants to re- 
capture some federal markets lost to 
natural gas and fuel oils and to pre- 
vent further inroads by having U.S. 
declare a policy to use coal where 
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feasible and practicable. 

e “Discriminatory” freight rates on 
coal shipments. 

e Roadblocks to U.S. coal exports, 
such as tariff or other trade regulations 
imposed by foreign countries. 

Dr. Arthur S. Flemming, chairman 
of the committee and director of the 
Office of Defense Mobilization, has or- 
dered each study group to submit in- 
terim reports as soon as they are ready. 

One source said it is possible that 
any or all interim reports may be sent 
on to the White House when they are 
ready without waiting for correlation 
in the coal group’s final report. The 
source pointed out that this plan de- 
pends on findings as to its necessity 
and feasibility. 

Standing above the _ interdepart- 
mental committee is the Cabinet Com- 
mittee on Energy Supplies and Re- 
sources Policy. Flemming also heads 
this group, created by President Eisen- 
hower to study oil, natural gas, coal 
and all related fields. 

This group has not even held an 
organizational meeting, but is sched- 
uled to report to the White House by 
Dec. 1. 

An ODM source said the Cabinet 
group probably will leave to the White 
House any except the “most routine” 
announcements on its work, on the 
theory that its function is to correlate 
facts rather than to investigate. 


‘Detroit’ Order Toughest 
On Jobber, Say Briefs 


Jobbers would get a worse shake 
from enforcement of the “Detroit 
Case” order than would Standard Oil 
Co. (Indiana), the company against 
which the order is directed—so reads 
the latest contention in the case. 

That contention is made in two 
briefs filed by Washington attorneys 
representing Empire State Petroleum 
Assn., Ohio Petroleum Marketers 
Assn. and Citrin-Kolb, one of the four 
jobbers Indiana Standard allegedly 
granted a discriminatory price. 

The briefs were filed to support pe- 
titions entered previously seeking 
clarification by the Federal Trade 
Commission of its 1953 “Detroit Case” 
order. 

They stressed that many _  job- 
bers are delivered a “devastating 
blow” by “anti-competitive” require- 
ments of the order. 

“Standard has only a few jobber 
customers,” the brief pointed out. 
“Even the complete disappearance of 
its jobber business would not be fatal 
to Standard. But the effect upon the 
jobber who has spent a lifetime pro- 
moting the sale of a particular brand 
of gasoline, of a dual distribution sup- 
plier, may require such a jobber to try 
to find a new supplier not engaged in 
dual distribution.” Otherwise, says the 
brief, the jobber might not be able to 
continue his retail functions profitably 
or to compete in his wholesale busi- 
ness. 

“The order ignores wholly the fact 
that the distribution of gasoline is a 
highly competitive business in which 
jobbers cannot survive if denied the 
right to be competitive,” the brief 
goes on. 

Citrin-Kolb’s brief calls attention to 
the fact that, although the firm’s “life- 
time assets” are involved in this case, 
it never has been heard by FTC. 

The briefs conclude that “it is in- 
evitable” that FTC “must straighten 
out the law as to the ‘good faith’ de- 
fense in meeting an equally low price 
of a competitor.” 

As matters now stand, they say, 
there is widespread confusion over 
what constitutes “good faith” action 
as a defense against price discrimina- 
tion charges. 

Late last week, FTC gave two gaso- 
line retailer groups until Oct. 8 to 
reply to the pro-jobber briefs. Both 
National Congress of Petroleum Re- 
tailers, Inc., and Retail Gasoline 
Dealers Assn. of Michigan, Inc., op- 
pose FTC reconsideration of the 1953 
order against Indiana Standard in the 
“Detroit case.” 
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GARROWA 


... will be 


SELLING YOUR ANTIFREEZE 
on National TV This Fall! 


Here’s big news for every service station operator in the 
country! Dave Garroway will head a powerful network 
television promotion for antifreezes sold by major oil 
companies this fall. 

Sponsored by The Dow Chemical Company, producer of 
glycols and other raw materials used in the finest anti- 
freezes, the big advertising campaign will be carried on 
TODAY, Garroway’s popular daily show, throughout the 
antifreeze buying season. Appearing Monday through 
Friday on the full NBC television network, TODAY is 
seen by twelve million viewers every week—and its selling 
power has been proved again and again! 


Four times weekly, from mid-September through Thanks- 


giving, Garroway will be telling your customers about the 
value of good cooling system maintenance—and the 
importance of using a modern, all-winter antifreeze made 
by the same people whose gas and oil they buy. The show 
is going to build sales of the oil company antifreezes. ht can 
build sales for you if you promote your company’s brand. 
Let your customers know that your station is the place to 
buy the antifreeze they heard about on TODAY. 


You'll enjoy increased sales but, more than that, you'll 
be building the reputation of the company whose name 
you display—building public esteem for your own place 
of business. Don’t miss out on this great opportunity. 
THE DOW CHEMICAL COMPANY, Midland, Michigan. 


you can depend on DOW CHEMICALS 
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Suit Seeks to Tax 


A California oil refiner has 
opened a fight to pull re-refiners 
into the same lube oil tax boat 
with crude oil refiners. 

Barkow Petroleum Co. of Los 
Angeles has filed suit in Federal 
District Court in Washington to 
force the Internal Revenue Serv- 
ice to collect 6¢ per gal. in excise 
tax on re-refined lubricating oils. 

The re-refiners have escaped the tax 
ever since it went into effect 20 years 
ago as a “temporary measure,” caus- 
ing crude refiners to do a slow burn. 


Re-Refiners 


Filing of the suit marked the end of 
a long effort to get Internal Revenue 
to collect the tax by a voluntary ad- 
ministrative act. It is the first time the 
issue has been taken directly to court 
with a request for enforced collection. 

Directing the court offensive is Don- 
ald C. O'Hara, Barkow company coun- 
sel from Washington, who also is as- 
sistant general counsel for National 
Petroleum Assn. 

The government has 60 days in 
which to answer the Barkow com- 
plaint, which asks a mandatory in- 





“To keep your plant 


safe and clean 


use BLACKMER Hand Pumps”’’ 


Easy rotary pumping action. 
Famous “Self-Adjusting for Wear" 
Design. 

Surplus liquid return eliminates spill- 
age and waste. 

Positive displacement for positive 
control. 

Wide range of “plant engineered” 
accessories. 


Available in capacities from 7 to 28 
gallons per minute. 


liquid materials handling 


BLACKMER- 














Call your local 
representative or 
write the factory 
for information. 





INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
NEW YORK « ATLANTA + CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON e SAN FRANCISCO 


See Yellow pages for your local sales representative 





junction directing Internal Revenue 
Commissioner T. Coleman Andrews 
“to collect tax upon all oils sold by 
manufacturers of lubricating oils, in- 
cluding those persons who manufac- 
ture lubricating oil by cleaning, reno- 
vating or refining used or waste oil and 
thereby produce oils which they rep- 
resent and sell as new or equivalent of 
new.” 


Lots of Tax Lost—There are no 
official figures, but according to some 
estimates re-refiners are getting a 75 
million-gal. bite of the lube oil mar- 
ket every year. That would mean 
$4.5 million annuaHy for Uncle Sam. 

In elaborating on the formal com- 
plaint, O’Hara said Internal Revenue 
spokesmen have conceded that no ef- 
fort has been made in recent years to 
collect the excise tax on re-refined oils. 

Tax records of individual firms are 
confidential, but no re-refiner is known 
to be paying the tax now. 

Here are some specifications from 
the Barkow complaint: 

“There are numerous persons who 
clean, renovate or refine used or waste 
lubricating oil and thereby produce 
oils which they represent and sell as 
new or equivalent of new lubricating 
oil. 

“Some of the persons referred to 
above also produce lubricating oil by 
mixing taxable oils with other sub- 
stances. Some of the persons referred 
to above have received individual rul- 
ings from the defendant (Internal 
Revenue) classifying them as manu- 
facturers. 

“The defendant has failed and is 
failing to collect the tax upon all oils 
sold by persons referred to in the 
above. 

“Such failure to collect the tax is 
arbitrary and capricious and deprives 
the plaintiff of equal protection of 
laws and due process of law. This has 
caused, and is causing, irreparable 
harm to the plaintiff and to other lu- 
bricating oil manufacturers similarly 
situated because they are thereby 
placed at a severe competitive disad- 
vantage, which in some cases amounts 
to more than one-third of the sale 
price of finished products.” 

There’s a Question—When Con- 
gress enacted the excise law two dec- 
ades ago, it left to Internal Revenue 
determination of the big question: 
What is a manufacturer? 

Internal revenue said a reclaimed oil 
processor was a manufacturer. But 
the point never was pressed and the 
agency took the line that it could not 
get “expert testimony” that the re- 
refined product was new oil, although 
re-refiners often have claimed it to be 
better than new. 
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THREE-TON STEEL SECTIONS are fitted together for a floating roof as... 


Esso Pipes First Oil Into Quarry Storage 


Fuel oil started pouring into a huge hole in the ground at Wind 
Gap, Pa., this week to inaugurate the first underground storage proj- 
ect of its kind attempted in the United States. 


The hole is in an abandoned slate quarry 75 miles from New York 


City and the oil belongs to Esso 
Standard Oil Co. Esso converted 
the pit, which ranges in depth 
up to 225 ft., to store heating 
oil in the summer against peak 
winter demands. 

Final phase of the $500,000 proj- 
ect, which has been under way more 


than a year, was testing of the 65-mile 
pipe line that will move the oil from 
Esso’s Bayway, N.J., refinery to the 
pit. The 6-in. line existed prior to the 
project and is leased for the oil-carry- 
ing job. It lies within 1,500 ft. of the 
quarry. 
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When the pipe line operates at full 
load capacity, it will spew 6,000 b/d 
of oil into the mammoth cavity, which 
has a potential capacity of 42 million 
gal. 

The line will withdraw oil at a rate 
of 8,000 b/d. But the company said 
less than full capacity will be em- 
ployed during the initial stages of the 
operation. 

In the high-demand winter months, 
the pipe will carry oil back to the 
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STORAGE 


OIL WILL BE SENT on its way to home heat markets by this pump unit 


Bayway refinery for shipment by barge, 
truck and tank car to distributing 
points in the Northeast area. 

Expansion Possibilities—Though it 
plans the use of only one storage unit 
now, Esso has purchased or holds un- 
der option nine quarries in the area 
with a total potential capacity of 8 
million bbl. This reservoir of oil would 
heat 225,000 average homes for a 
year 

The company pointed out that the 
economics of this type of underground 
storage under actual operating con- 
ditions will have to be studied before 
the project can be called a success. 
This final evaluation may not be forth- 


et 


coming for another year. 

If the system does work, Esso says, 
it could be a great boon to the in- 
dustry, vexed as it is by the recurring 
seasonal storage problem. 

Says H. G. Mangeldorf, Esso di- 
rector and general manager of manu- 
facturing: 

“The ability to put into “dead” 
storage large quantities of heating oil 
produced in the slack summer months 
for delivery at the height of the heat- 
ing season could reduce substantially 
wide seasonal swings in refinery pro- 
duction and product transportation. 
Our studies indicate that there are 
many mines and quarries that could 
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be used for this purpose.” 

Construction Details — The solid 
slate quarry is covered with a flexible 
pontoon roof made up of 250 steel 
sections. The roof protects the oil from 
air-borne contamination, wild life and 
direct sunlight. 

The steel sections, weighing almost 
three tons each, ride on the surface of 
the oil. A 3-ft. shelf juts out from the 
quarry wall just above the roof, cover- 
ing the area between the roof and the 
wall. To provide further protection a 
neoprene curtain has been hung from 
the edge of the wall shelf and is at- 
tached to the roof a few feet below. 

(Continued on p. 24) 
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ANF 


is the shortest distance to her hand! 


A Continental “F” style can is the shortest distance brings on-the-nose deliveries when and where you 
to pe shopper’s hand. In the store it says, “Buy 


say. It means intelligent discussion of your indi- 
e!” In the home it says, “Use me!” 


vidual problems, and as much or as little of our 
Put these beautifully lithographed containers to research and engineering as you require to lick 
work for you. Our Tailor-Made Package Service them. Why not call Continental today. 


CONTINENTAL CAN COMPANY 


CONTINENTAL CAN BUILDING ® 
100 EAST 42ND STREET © NEW YORK 17, N. Y. A \s 


THOR iS n° 
(Cc POEKHEE FE 


Eastern Div.: 100 E. 42nd St., New York 17 « Central Div.: 135 So. La Salle St., Chicago 3 
Pacific Div.: Russ Building, San Francisco 4 
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STORAGE 


The curtain is not air-tight, but it holds 
evaporation loss to a negligible amount, 
say Esso officials who have worked on 
the project. 

Distance of the roof from the quarry 
wall varies from one or 1% ft. in 
most places to 3 ft. at one point. 

How It Works—The storage unit 
consists of two quarries, one acting 
as a water reservoir to control the 
level of the oil in the other. Oil is 


pumped into the storage quarry at the 
surface while water is withdrawn at 
the bottom to accommodate the oil at 
least 20 ft. below the surrounding 
water level. 

Since the water pressure on the out- 
side of the quarry is greater than the 
pressure of oil in the pit, the oil is 
sealed against leakage. Any seepage 
will be into the oil pit with water fil- 
tering into and under the oil. 











$5,000 or LESS DELIVERS 
VALENTINE ALL-STEEL 

PORTABLE SERVICE STATION 

into most Mid-Central States 








P. O. Box 667 





Comes to you assembled and completely equipped 


2 restrooms, all wiring, lighting, partitions, storage room, shelving. Completely in- 
sulated and fire-resistant. Designed to fit customer's color scheme. Customer has 
foundation ready before unit is shipped. 


4 to 6 WEEK DELIVERY 
ANYWHERE IN U.S. 


When shipping by our truck, delivery price includes 
setting unit on your site. 


Many of our units are now in operation throughout the nation. We will proudly 
give the names and addresses of several individuals and larger independent com- 
panies who own our buildings upon your request. These customers have assured 
us that they will gladly tell you what you want to know. 


For Full Details, Write us today: 
Valentine Manufacturing, Inc. 


Wichita, Kansas 








When oil is withdrawn, water is 
pumped in from the adjacent quarry 
to maintain a relatively constant 
liquid level. 

In addition to other advantages, 
Mangeldorf points out, this type of 
underground storage requires less than 
10% of the steel necessary for above- 
ground storage. Its maintenance and 
depreciation costs are lower and dam- 
age from storm or bombing attack 
would be negligible. 


Chicago Terminal Lease 
Goes to Indiana Standard 


Leasehold rights to a river terminal 
at 4811 S. Harlem Ave. on the west- 
ern edge of Chicago will go to Stand- 
ard Oil Co. (Indiana) Sept. 7. Rights 
now are held by Arrow Petroleum Co. 

The deal includes all improvements 
on the property, consisting of 24 stor- 
age tanks with 477,000 bbl. capacity, 
an office building, tank car and barge 
loading and unloading facilities and 
truck loading facilities. 

Indiana Standard plans a 30-mile 
pipe line from the terminal to Man- 
hattan, Ill., to connect with its Whit- 
ing, Ind.-Mandan, N. D., products 
pipe line. When the line is completed 
about Nov. 1, the company will be 
able to supply the terminal from any 
of four Midwest refineries—Whiting, 
Mandan, Neodesha, Kan., and Sugar 
Creek, Mo. 

With the new terminal, Indiana 
Standard will serve Chicago’s west 
side and western and southwestern 
suburbs, presently supplied from the 
Whiting refinery. 

For the rest of this year, the ter- 
minal will handle only gasoline, but 
eventually several grades of refined 
bulk products will move through it, 
the company said. An estimated 2.2 
million bbl. of gasoline will be handled 
the first year. 

Arrow will continue to operate as 
Chicago’s largest independent fuel oil 
distributor from its five bulk depots 
and direct from refinery and pipe line 
terminals, President P. J. Healy said. 
Its service stations, oil burner equip- 
ment division and bituminous road 
construction operations will not be 
affected. 
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PETROLEUM CHEMICALS DIVISION uD 





One of a Series of Interest to the Petroleum industry * 


— 








This new booklet helps dealers 
answer customer complaints 
on poor power 


How do your dealers react when a 
customer complains that the gasoline 
they sell lacks power? Do they lose 
the customer? Or are they able to 
counter with some ready and con- 
vincing sales ammunition? 

If they have trouble answering 
these complaints in a way that keeps 
the customer coming back, the four- 
page folder shown above can be a 
big help to them. It describes the 
many mechanical troubles that can 
cause power loss . . . such as poor 
spark plug condition, improper dis- 
tributor or carburetor settings, leaky 
intake manifold and the various fac- 
tors contributing to low compression. 
And it discusses them in a simple, 
easy-to-understand style. 

Ask any Du Pont Petroleum Chem- 
icals Division representative for a 
sample copy, and for information on 
obtaining them in quantities for your 
dealers. 











New Silica Grease 
Thickener Announced 


Here is a new type of grease thickener! 
This new additive, Estersil GT, is 
quite different from any 


IN THIS PILOT PLANT at the Du Pont Petrole- 
um Laboratory, we will be glad to help you 
formulate improved greases with Estersil GT 
and your own oil stocks. 


previously used in commercial grease 
production. It is made by Du Pont and 
sold exclusively by the Du Pont Pe- 


YO 


thickener 





UR CUSTOMERS TOLD USI... 


And we have now published their preferences in a single 


volume to help you evaluate services and promotions. 


During the past year and a half we have published six different re ports on 
the extensive Du Pont survey of service station customer buyi ing habits and 
preferences. But the de mand for these individual re ports has far exceeded 


the supply. 


Now, to help catch up with the demand and to provide marketing men 
with the over-all story in one handy reference book, we have combined all 
the reports into a single volume for selective distribution. 








YOUR CUSTOMERS ARE AN “OPEN BOOK” when you keep handy a 


copy of this Du Pont survey report, 


The new book covers many different 
aspects of oil company marketing and 
customer purchasing habits. And it is 
arranged in chapters according to the 


“The Service Station and the Motorist.” 


following breakdown: 
1. Selection of the service station and 
customer loyalty to the station. 


Brand name recognition 
5 OVER 








troleum Chemicals Division. 


Chemical ‘‘Rainceat”’ 
The new material, an estersil, is a pel- 
letized form of finely divided amor- 
phous silica. One of its outstanding 
properties is a water repellent “rain- 
coat” which is chemically attached to 
each tiny particle. 

This chemically bonded “raincoat” 
means that you can now make a grease 
with unusual resistance to washout or 
breakdown in. the presence of water. 


Synthetically Made 
Estersil GT is completely synthetic. 





And it was specially developed by 
Du Pont for grease compounding. With 
it, you can easily prepare a unique 
multi- purpose grease that will give re 

markable endurance on even the most 
gruelling assignments. 

In addition to water resistance, your 
greases made with Estersil GT will 
show unusually high thermal stability, 
superior oxidation stability, and excep 
tional shear stability under both normal 
and high temperature conditions. They 
possess superior handling qualities, too 

For more information and free sam 
ples of Estersil GT, address your re 
quest to our Wilmington office. 


ADVERTISEMENT—Prepared for the Petroleum Chemicals Division of E. |. du Pont de Nemours & Company (Inc.) 
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Survey Report 


and loyalty to brand. 

3. Knowledge of gasoline grades and 
reasons for purchase. 

4. Price, credit cards and charge ac- 
counts. 

5. Oil and TBA purchases. 

6. Services wanted by the motorist, 
asked for by the motorist, and given 
by the dealer. 

By providing you with an accurate 
reading of customer preferences, this 
new book can help you tailor promo- 
tions for maximum effectiveness and 
efficiency. 









































































How It Was Done 


The survey is the result of thousands of 
household interviews with service sta- 
tion customers ... and many more 
thousands of actual observations at the 
pump island where purchases are 
made. The interviews show what cus- 
tomers think and say about your prod- 
ucts and dealer services. The observa- 
tions, taken at 1,193 different service 
stations, show what customers actually 
do when making a purchase. The sur- 
vey itself, which was conducted by 
National Analysts, Inc., is completely 
impartial. 



















































































Regional and Seasonal Breakdowns 











National in scope, the survey is so or- 
ganized that the findings can be ana- 
lyzed according to region—for the four 
main marketing areas of the country. 
Separate breakdowns by sex, income 
and age of the respondents are also in- 
cluded, as well as breakdowns for age 
and price of car. 

What's more, the service station ob- 
servations are catalogued according to 
seasons — and based on about 6,000 
observations during each of the four 
seasons. 

In addition to the one-volume report, 
the complete information collected by 
this survey is recorded on IBM cards. 
Thus, it can be cross-tabulated to pro- 
vide a wide variety of specialized 
breakdowns. 

As such, we believe this Du Pont 
survey of consumer gasoline and TBA 
buying habits to be the most compre- 
hensive, penetrating and accurate ever 
undertaken by any segment of the 
petroleum industry. 





















































Special Distribution 


Although the new one-volume report 
on this survey is not available to mar- 





Petroleum Chemicals Division . 














E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 
Wilmington 98, Delaware 0, 


SEATTLE DISTRICT MANAGER 


ROBERT E. HOLETON is the district 
manager in charge of sales for the 
Du Pont Petroleum Chemicals Division 
in Washington, Oregon, and Idaho. His 
headquarters are in Seattle. 

He joined the Du Pont Company as 
a chemist in 1933. After a wide experi- 
ence in a number of Du Pont labora- 
tories and semi-works areas, Mr. Hole- 
ton was transferred to the Petroleum 
Chemicals Division in 1949. 

Prior to his present assignment in the 
newly created Seattle District, he was 
a sales-service representative in the 
Division’s Eastern Region. 

He is a graduate of Temple Univer- 
sity and a member of the American 
Chemical Society. 











ROBERT E. HOLETON 








New Way to Protect 
Blending Plant Scales 
and Weightographs 


A lightweight polyethylene cover is 
now available to you on request for 
protecting blending plant scales and 
weightographs during washdowns. 











keters all the way down the line, it will 
be distributed on request to marketing 
executives. And it is ideal . . . as refer- 
ence material . . . for use by oil com- 
panies in preparing condensed market- 
ing information for general dealer dis- 
tribution. 


Petroleum thainice S 


NEW YORK, N. Y.—1270 Ave. of the Americas 

CHICAGO, ILL.—8 So. Michigan Bivd. 

TULSA, OKLA.—1811 So. Baltimore Avenue 

HOUSTON, TEXAS—705 Bank of Commerce Bidg. 

LOS ANGELES, CALIF.—612 So. Flower St. 

IN CANADA: Du Pont Company of Canada Limited—Petroleum Chemicals Division, 80 Richmond Street West, Toronto 1, Ontario 
OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Bidg., 6539—Wilmington 98, Del. 
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The new scale cover was specially 
designed for this purpose by Du Pont. 
It fits neatly and can be removed 
quickly, 

A large card identifying the mix in 
the weigh tank appears on the facing 
side of the cover. Made in two sizes, 
the covers are designed to fit any blend- 
ing plant scale installation. 

The new scale covers have already 
been installed in many plants. Refiners 
using them report excellent results in 
helping prevent rust which may be 
caused by excessive moisture accumu- 
lation during blending plant wash- 
downs. The scale covers also provide 
protection against corrosive action 
when equipment is not in use. And 
they have greatly improved housekeep- 
ing efficiency in blending plants where 
former makeshift covering required 
special handling. 

For a cover to protect this equip- 
ment in your own lating plant, ask 
a Du Pont representative or send your 
request to the nearest Du Pont Petrole- 
um Chemicals Division regional office. 
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Better Things for Better Living 
. ». through Chemistry 








Phone COlumbus 5-3620 
Phone RAndolph 6-8630 
Phone Tulsa 5-5578 
Phone PReston 2857 
Phone MAdison 5-1691 


Printed in U. S. A. 


FUELS 


SAE Looks at Gasoline Additives 


Gasoline additives and at least 
one of the problems they are 
supposed to solve got a close 
look last week during the West 
Coast meeting of the Society of 
Automotive Engineers in Los 
Angeles. 


Three representatives of Ethyl Corp. 
—A. E. Felt, R. V. Kerley and H. C. 
Sumner—said an additive developed 
to solve one problem may have an ef- 
fect on other “durability” factors. 

In a paper presented at the meeting, 
the men said that when seven experi- 
mental additives were tested in one 
make of passenger car, four cut valve 
life as much as 50%, while three in- 
creased it from 25% to 50%. 

They said an ideal additive should 
not: 

—Attack fuel system parts. 

—Leave deposits in the intake sys- 
tem. 

—Raise the engine’s octane-number 
requirement due to combustion cham- 
ber deposits or increase its pre-ignition 
tendencies. 

—Increase engine wear. 

—Impair engine cleanliness. 

—Increase bearing corrosion. 

—Shorten intake and exhaust valve 
life. 

—Increase exhaust system corrosion. 

Intake system deposits and exhaust 
valve life need closest attention, they 
said. 

The three also made these points: 

e Since iarge scale field tests are 
economically impracticable, durability 
test schedules and engine selection 
must be based largely on experience. 

e Single-cylinder engine tests are 
useful for preliminary investigations. 

e Chemical lab tests provide data 
on fuel storage stability, metal corro- 
sion and deterioration of rubber-like 
parts. 

e If the additive passes the chem- 
ical and single-cylinder engine tests, 
multicylinder engine tests are per- 
formed in the laboratory and on the 
road. 

e Engines selected for tests should 
have design features representative of 
a large number of engines and should 
have representative durability char- 
acteristics. 

e Both time and money may be 
wasted if spark plug fouling tests are 
conducted on an engine that does not 
experience fouling normally, or if sim- 
ilarly ill-advised tests are run. 

Dr. B. M. Sturgis, assistant direcfor 
of DuPont Co.’s petroleum laboratory, 
said his company is using engines op- 
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erating on hydrogen and carbon mon- 
oxide to determine the fundamental 
materials causing knock. 

The paper he read at the meeting 
said tests reveal that hydrogen knocks 
about as readily as iso-octane (100 oc- 
tane) when the two are tested under 
similar operating conditions. If com- 
pounds containing no hydrogen cause 


hydrocarbon knock, the paper said, 
then fuels containing no hydrogen, 
such as carbon monoxide, may be ex- 
pected to burn with no knock. 

But experiments with carbon mon- 
oxide showed that water vapor, which 
could not be eliminated from the fuel- 
air mixture, entered into the combus- 
tion process to produce knock. There 
was much less tendency to knock when 
water vapor was eliminated from an 
engine operated on carbon monoxide, 
Sturgis said. 


“Best way I’ve found 
to sell auto lamps” 


You'll say the same thing when 
you see what the Tung-Sol Auto Lamp 
Merchandiser does to pep up your lamp 
sales. You'll have your lamp stock in 
one easy-to-get-at location—no loose 
boxes scattered over your shelves. The 
time you save and the extra sales you 
get because customers have been re- 
minded of lamps they need, will make 
the Tung-Sol Lamp Merchandiser one 
of your most valuable sales aids. 


On top of all that, the beautiful plastic 
cabinet costs you not a penny when 
you order the assortment of 100 Tung- 
Sol Auto Lamps—all the popular num- 
bers you need for everyday service. 
(You'll find such a variety of uses for 
the handy cabinet that you will want 
as many of them as you can get.) 


Lamps are an important part of your 
TBA program and the Tung-Sol Lamp 
Merchandiser is just what you need to 
make more sales—and more happy cus- 
tomers with safely lighted cars. 
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TUNG-SOL AUTO LAMP 
MERCHANDISER /100 


This is the #100 lamp assortment 
packed with the 
TUNG-SOL merchandiser 
10 Type 51-10 Type 1129 


20 Type 55 20 Type 1154 
30 Type 63 10 Type 1158 





TUNG-SOL ELECTRIC INC. 
Newark 4, N. J. 


Sales Offices: Atlanta, Chicago, Columbus, Culver 
City (Los Angeles), Dallas, Denver, Detroit, New- 
ark, Philadelphia, Seattle 


Tung-Sol makes All-Glass Sealed Beam Lamps, 
Miniature Lamps, Signal Flashers, Picture Tubes, 
Radio, TV and Special Purpose. Electron Tubes and 
Semiconductor Products. 
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ETHYL RESEARCH BUILDS 
A “WHIRLING PIN CUSHION” 


to probe the secrets of combustion deposits 





A special whirling disk developed by Ethyl research people 
may help technologists come up with the answer to one 
of the “hottest” problems facing the petroleum and auto- 
motive industries. 


The problem: Exactly what can be done about the 
deposits that build up in the combustion chamber of a 
modern gasoline engine? 


Only when researchers can understand what they are 
and how they form through the interaction of fuels, oils, 
additives and the metals of the engine, will it be possible 
to render these deposits harmless. 


Ethyl research people have been at work on the prob- 
lem for years and in many different ways. Recently, they 
made another step forward when they developed an 
amazingly simple test instrument they affectionately call 
the “‘whirling pin cushion.” 


By spinning the pin cushion in a special test rig, re- 
searchers are now able, for the first time, to trace the 
step-by-step formation of combustion products—at all 
phases of the cycle. 


This is another milestone in basic research on combus- 
tion-chamber deposits. 


*eee 


New test instruments at Ethyl] Laboratories like the 
“whirling pin cushion” are helping us piece together the 
fundamental knowledge which will eventually open the 
door to engines and fuels of far greater efficiency than 
are possible today. 


Special test engine synchronizes the ‘‘whirl- 
ing pin cushion” with the engine cycle so 
that each pin picks up deposits from exactly 
the same portion of the cycle each time. 











# 
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Sampling “pins” on Ethyl’s “whirling pin cushion” move past a specially constructed opening in 
the cylinder head of a test engine and pick up combustion deposits—as they are being formed. 


Ethyl laboratories ‘fingerprint’ the deposit 
on each sampling “‘pin’’ by X-ray diffraction 


Depo’ 
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ETHYL CORPORATION 


Research Laboratories 


1600 West Eight Mile Road, Ferndale 20, Michigan 
2600 Cajon Road, San Bernardino, California 
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EACH MONTH William Lowrie, Standard Oil Co. (Ohio) 
statistical records clerk, wades into 80 lb. of axle-mile reports 


AFTER CHECKING and recording reports and computing 
mileage, Lowrie boxes the records for at least four years’ storage 


ABOUT 27 manhours a month go to sorting, checking and re- 
cording data sent in by Sohio’s various marketing divisions 





BY YEAR’S END, Sohio’s Cleveland warehouse will have 24 
boxes tucked away. After four years, there will be 96 boxes 


What New Axle-Mile Tax Costs Sohio 


Each month William Lowrie, a statistical records clerk, has 80 


lb. of mail dumped on his desk. 


When he has disposed of it, that mail represents more than 130 
manhours of labor and adds an estimated $18,600 per month to 


the operating expenses of Stand- 
ard Oil Co. (Ohio) and its fleet 
of 350 trucks. 

The State of Ohio collects an 
average of $17,000 of that each 
month in axle-mile taxes from 
Sohio. The rest goes into the 
labor of keeping records and pay- 
ing higher rates to the petrole- 
um haulers Sohio uses in its 
operations. 

In one year, Sohio’s axle-mile tab 
will read like this: 

—More than 960 Ib. of records and 
mail. 

—More than 1,600 manhours of ad- 
ditional labor. 
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—An increase of $20,000 in higher 
rates paid to haulers to compensate for 
the axle-mile taxes they will pay. 

—More than $200,000 in axle-mile 
taxes paid by Sohio. 

Come Oct. 1 this year, Sohio will 
chalk up a first year axle-mile tax ex- 
pense of about $225,000. 

Despite Sohio’s sizable contribu- 
tion, and tax payments of other truck- 
ers in the state, it is estimated the first 
year of the tax will bring the state 
only $11-12 million instead of the $20 
million predicted when the bill be- 
came law Oct. 2, 1953. 

The axle-mile tax has caused at 


least 11 large trucking companies to 
move out of the state. Others indicate 
they will leave soon. Departure of 
these companies means a loss to Ohio 
of about $11 million in license fees, 
gasoline taxes, State Public Utilities 
Commission fees, etc.—almost as much 
as will be realized from the axle-mile 
tax. 

One truck operator has tagged the 
axle-mile levy a “Rob-Peter-to-Pay- 
Paul-Fund.” 

But the tax stays on the books and 
Sohio and other truck operators con- 
tinue to make quarterly payments re- 
quired by the law. 

After more than nine months of op- 
eration under the axle-mile law, Sohio 
comes up with the breakdown (next 
page) of what the tax will cost the 
company for the first year. 
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Breakdown Shows New Levy in Time and Money 


Manhours Per Cost Per 
tll etl a 
Mo. Qtr. Yr ! Ow 
When Ohio’s axle-mile tax became law, Sohio established recording procedure, at a 
cost of about $2,500, to meet state requirements and facilitate quarterly tax pay- 


ments. Ohio Standard’s Dean S. Henderson conservatively estimates labor on this 
job at 


Special forms were devised. Besides mileage data, each driver lists his truck’s permit 
number. Time for this is not measurable, the expense mainly being one for mate- 
rial. Sohio estimates it at ; 72.00 


Division recap sheets for monthly reports to Cleveland headquarters cost Sohio ‘ ons 21.00 


Each taxable vehicle has an individual record form. Quarterly report and master 
control sheets are used at headquarters. These three items run about 


Special axle-mile permits, $2 for each of Sohio’s 350 vehicles, total 


Sohio’s checks show about 10 minutes go to filling out each permit application. At 
roughly 43¢ per vehicle, labor cost here runs about 


Mileage of each division’s trucks is entered monthly on a recap sheet and sent to 
Cleveland. This labor amounts to a 210.00 


Some reports go to Cleveland by first class mail, others by regular Sohio vans. A 
month’s reports weigh about 80 l|b., making the hauling bill 65.00 


At Cleveland reports are sorted and the tax on each truck computed and listed on 
cards. Each division’s axle-mile tax is totaled and entered on a control sheet. Then 
the batch goes to be tabulated. This adds to 2 69.50 


Control sheet totals are entered quarterly on state forms for the state tax depart- 
ment, adding another 


Refund forms filled out each quarter require more labor 
Quarterly examination of tax reports means 


After determination of axle-mile tax due, request is made for a check to pay the 
state. A letter accompanies the check to Columbus, adding 


Records on reports must be kept at least four years. Each month, Sohio fills two 
wooden boxes about 3 ft. long, 2 ft. wide and 18 in. deep. Each costs $2.50. The 
box bill is on ‘ 


Boxing, sealing and labeling the records costs another 18.00 


The boxes are taken to Sohio’s Cleveland warehouse for safe storage. A record is 
kept of each box. Handling and warehouse rental estimate is 


Refund checks received from the state are distributed by division. Sohio says this 
costs about aL es 


108 


New code numbers devised to handle axle-mile cost data for analysis entail another. . 108 


Sohio estimates its first year’s axle-mile levy will be about 51,000 204,000 


Petroleum haulers in Ohio also pay this tax. Sohio has adjusted rates to haulers to 


compensate. This will run about 20,000 


In manhours, axle-mile tax, and higher rates to other haulers, Sohio will spend .. . 231,000 


But some refunds will be due. Sohio says they probably will amount to 8,000 


That brings Ohio Standard’s axle-mile figure down to an estimated 223,334 


But when you add $2,500 for setting up tax report procedure, the first full year of 
axle-mile tax will set Sohio back 


*Not included in annual manhour total 
‘This includes charges of $61 for accounting and $8.50 per month for tabulation 
§This includes about $4 per month handling and hauling charges 
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This full-color cut- 
out built to hold 
an actual AC Oil 
Filter Element has 
been sent to every 
Registered AC Oil 
Filter Dealer. It 
effectively dramatizes 
the RESCUE idea 
—a wonderful con- 
versation-starter. 


ludgehound 





is here! 





your cor... 


let us 
CHANGE OIL 


and FILTER NOw! 
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from AC 
SALES 


You'll be seeing a lot of our AC 
Sludgehound from here on out, be- 
cause he has gone forward to all 
presently Registered AC Oil Filter 
Dealers for display. 


This appealing pup is the symbol 
of the “‘rescue work’”’ done by AC Oil 
Filters on millions of America’s cars. 
He will give a big boost to oil and to 
oil filter sales. 


The pooch is an automatic re- 
minder (and a memorable one) that 
says to customers—‘“‘Have your filter 
checked whenever you change your 
oil!” He’ll get action! 


He’s the keynote of AC’s second 
big 1954 Oil Filter merchandising 
campaign, and in point-of-sale pre- 
tests he has won unanimous and en- 
thusiastic approval. Why not put 
him to work for you? 


There’s a tie-in window banner and 
a swell teaser idea that will be a real 
business-getter. If you have not been 
registered, contact your AC whole- 
saler. Hop on the AC band wagon— 
it’s really rolling! 


GM 
ES 





Sell the Filter that 
Protects More New 
Car Engines than 
Any Other Brand 


The Exclusive 
AC DIPSTICK TAG 


By now everyone knows 
that AC has come up with 
the hottest oil filter mer- 
chandising idea since the oil 
filter was invented. They’re 
metal! They’re easy to 
attach to the dipstick! They 
have spaces to WRITE 
mileage to CHANGE OIL 
—mileage to CHANGE OIL 
FILTER. And—they’re 
FREE to Registered AC 
Oil Filter Dealers. If you 
have not been registered, 
contact your AC wholesaler 
and sign up to receive AC’s 
free dipstick tags as well as 
future AC campaigns. 


AC SPARK PLUG DIVISION ® GENERAL MOTORS CORPORATION @ FLINT, MICHIGAN 
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EXPANSION 


FAST-GROWING SPOKANE in the Inland Empire is the target as .. . 


Conoco Drives for New Northwest Market 


Continental Oil Co. is driving a $2.5 million marketing wedge 
into the Inland Empire in a try to cut itself a piece of the rich Pacific 


Northwest oil market. 


Conoco, which 10 years ago sold out its holdings and left the area, 


is going back now because: 
e Construction of the 30,000- 
b/d Yellowstone Pipe Line and 
the 28,000-b/d Salt Lake Pipe 
Line makes transportation of 
products economical. 
e The Inland Empire is too lu- 
crative a market to pass up. 
Enlarging on the second point, 
James L. Wait, who is directing the 
return to the Northwest as Spokane 
division manager, points out: 
“Studies of population growth, the 
economy and freight costs make this 
area seem an ideal one for marketing 
expansion. The population growth 
was 47% in 20 years. Exploitation 
of water power and irrigation indi- 
cates the trend will continue for many 


ANOTHER STATION joins the ranks in Conoco’ 


years. Oil volume is increasing with 
the population and growing tourist 
trade.” 

Bulk plants are scheduled to be in 
operation this week in Conoco’s Spo- 
kane division. The division is rela- 
tively small. It embraces northern 
Idaho to the Montana state line and 
eastern Washington north to Canada, 
west to a fuzzy border in the Wenat- 
chee-Okanogan area and south to the 
Salmon river. 

The plants, each equipped with 
four 12,000-gal. storage tanks and a 
steel warehouse, are located at Coeur 
d’Alene, Walla Walla and Pasco. 
Others are planned for Lewiston, 
Moses Lake and other locations. 


a “ 


Wait says service stations with bulk 
plant facilities will go up at 14 or 
15 other locations in the Inland Em- 
pire, including Cheney, Osborne and 
Chewelah (all under construction) 
and at Sandpoint, Ritzville, Palouse 
and Ephrata. The latter sites, he says, 
“are pending.” 

Many Outlets—Conoco’s first serv- 
ice station in the territory opened 
March 13 of this year at Coeur d’ 
Alene and two weeks later, on March 
27, the first outlet inside Spokane 
began pumping gasoline. The com- 
pany now has eight stations operating 
inside Spokane. Six more are being 
built. 

Wait says Conoco is negotiating 
for more sites, and figures on an 
eventual total of 20 stations within 
the city. 

Besides the station at Coeur d’ 
Alene, Conoco outposts outside Spo- 


s energetic bid for customers 





You buy it for Less 
for More! 





Sell it 





ee TOM hey 
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Cooper Safety-Cushion with Nylon Bodyguard 
is the Safest Thing On Wheels 


Here now is a new premium tire — the finest 
ever offered in Cooper’s 45-year history. It 
gives your customers the safer tire power 
they need to safely control the higher horse- 
power built into the cars they drive. 


It’s a really great tire with its 174% more 
bruise-break resistance — over 214 times 
more blowout protection than U. S. Govern- 
ment safe tire standards. And its safety-siped 


tread gives up to 20% quicker stops on any 
road, wet or dry. Mileage is phenomenal 
because there’s much more rubber on the 
road and 20% more rubber in the tread. 


All this — plus a 3-year road hazard guaran- 
tee — is yours to sell for more and buy for 
less. Write us for complete details today — 
even if you are only interested in giving 
extra sales strength to your present line. 


Dealers go ahead . . . when they go Cooper 


COOPER TIRE & RUBBER COMPANY * Factories at Findlay, Ohio 


TIRES *© TUBES * BATTERIES * 


CAMELBACK ° 


REPAIR MATERIALS 
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PRODUCTS POUR IN through the 54I-mile Yellowstone 





are routed to Spokane tank farms .. . 


kane are operating at Pasco and Hay- 
den Lake, Idaho, a few miles north 
of Coeur d’Alene. 

Four stations are under construc- 
tion at Walla Walla, one at Milton- 
Freewater (Oregon) and one at 
Kellogg. Wait anticipates 10 or 12 
more stations outside Spokane in the 
initial construction program. He com- 
ments: “Our plans have to be flexible 
to fit local requirements.” 

The stations outside Spokane will 
be served by truck from Pasco. The 
Pasco bulk plant can be supplied 
through the Salt Lake Pipe Line (a 
subsidiary of Standard of California), 
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connecting with the Pioneer Pipe Line 
between Salt Lake City and Sinclair, 
Wyo. 

Other Sources—A Salt Lake line 
spur from Pasco, Wash., also connects 
with Spokane at the new Conoco tank 
farm being completed in the eastern 
industrial section, where the Yellow- 
stone line also has its western ter- 
minus. 

Products to feed the marketing 
drives of Conoco and the other big 
Inland Empire “invaders” (Carter and 
Utah Oil Co.) against entrenched 
Standard of California and Union are 
expected to arrive in Spokane through 





Pipe Line... 





then are carried to stations by truck 


the Billings-Spokane Yellowstone line 
about Sept. 4, augmenting those al- 
ready pouring through the Salt Lake 
line. 

Conoco will get most of its gasoline 
and fuel oils by pipe line, while lube 
oils and greases will take the rail 
route from Ponca City, Okla. 

The East Spokane tank area, shared 
half-and-half by Conoco and Carter, 
covers about 10 city blocks. The 
Yellowstone line terminates in a mani- 
folding system situated between the 
Conoco and Carter farms. 

Conoco is spending about $1 million 
to set up its tank farm and loading 
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See how 
FRUEHAUF TRAILER COMPANY of Canada, Ltd., 


uses USS COR-TEN steel 
to improve tank trailers! 


“We are at present using Cor-TEN steel in , 
the construction of our semi-tank trailers, and | 
have found it to be more than satisfactory,” 
says Fruehauf Trailer Company of Canada. 
The Engineering Department says, ““We use 
this high strength steel for two main reasons. 
First, because of the reduction in weight that 
it makes possible—a most important feature 
in building tank trailers. And second, be- 
cause of its low sulphur content. As is well 
known, a low sulphur content assists in elimi- 
nating porosity, helps to improve welds and 
therefore safeguards a tank from leakage at 
the seams. 
“In the belly or bottom section of 
the tank we use a 10-gauge Cor-TEN 
steel which must be able to withstand 
the strain of a load under various road 
conditions, and in the sides and roof 
of the tank we use a 12-gauge Cor- 
TEN steel for reduction in weight.” 





TWO TANKERS built by 
Fruehauf Trailer Com- 

ny of Canada, Ltd. 
Khe Rogers Fuel Oil 
Trailer has a capacity 
of 3200 gallons; the 
Trinidad Leaseholds 
Regent Trailer carries 
5400 gallons. 


require less maintenance and last 
longer, because USS Cor-TEn steel 
has a 50% higher yield point than 
carbon steel .. . gives 4 to 6 times 
the resistance to atmospheric corro- 


And here’s how you can get the benefits 
of USS COR-TEN steel in your equipment! 


By building your tankers lighter 
with USS Cor-TEN steel, you can 
obtain increased capacity without 
increasing loaded weight. The extra 
steel poundage required in ordinary 
construction can be traded for addi- 
tional pounds of payload by build- 


ing the tanker bigger without in- 
creasing weight. If preferred, how- 
ever, you can maintain the capacity 
you would have in a unit built the 
ordinary way, and reduce both dead 
weight and loaded weight. 
Cor-TEN steel-built tankers also 


UNITED STATES STEEL CORPORATION, PITTSBURGH + AMERICAN STEEL & WIRE DIVISION, CLEVELAND - 


NATIONAL TUBE DIVISION, PITTSBURGH + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 


UNITED STATES STEEL EXPORT COMPANY, BREW YORK 


sion . . . and offers higher resistance 
to load surge and road vibration. 
For more information, write for a 
free copy of our new book on USS 
Cor-TEN steel. It shows many ex- 
amples of improved construction 
with this premier high strength steel. 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
+ UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 


USS COR-TEN High Strength STEEL © 
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Greatest Tank Trailer Protection 


TANK GUARANTELD.... 


TANK TRAILER GUARANTEE 


TRAILMOBILE 1 















re 
frowided belose bo f a 
on lhe lank shell: 
fold ta 
eral Po Bate Beliver ed 


Jor addebilions 1» 10 einpdart protnct warrenty Tratimotule Inc guarantees. for a period of one year from the date 











Kuarentee is made to the original purchaser only and shall not opply to tank trailers which 
been subjected to misuse neghgrnce accident or expiomion The guarantes also shail mot apply to any 
vehicle which shall have been repaired or altered im a shop other than a Trailmobile repair shop or e 

i shop detignated by Traitmotaie Thos quauntes due oot conden the aaempaian by Saataneltle 

provided 


of any Wability except as above TRAILMOBILE 













A product has to be great to warrant this kind of 
guarantee. It’s a guarantee that stamps Trailmobile 
Tank Trailers as tops for safe, inexpensive, long-term 
petroleum hauling. 


Today only Trailmobile makes this iron-clad offer—a 
full year guarantee assuring you $50.00 a day for every 
day a new Trailmobile Tank is out of service due to 
shell leakage. It’s the only known guarantee of its kind! 


How can we make sure that you'll never want to collect 
on this offer? Because a Trailmobile Tank Trailer is 
built to require less “time out” expense . . . Triple- 
Tested to meet or exceed ICC regulations, 


Trailmobile Tank Trailers are “balance-engineered.” This 
means that every road, load and metal factor is care- 
fully analyzed by Trailmobile Tank Engineers before 
your tank goes into production. It means a strong, ges”) 

: . Trailmobile tanks are furnished 
rugged body with husky reinforcements at all stress wtb eafteliied wide, 0 deed 
areas. It means easy road handling with load weights at lower cost. 
equally distributed on both axles by Trailmobile’s ex- 
clusive Tandem Suspension. It means thousands of extra 
profit-bearing miles with less wear and tear on tires, 
brakes, axles, nerves. In short, “balanced-engineering” 
means the best all-round tank trailer that money can 


buy — anywhere |! 
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Ever Offered Operator: 


TRIPLE TESTED 





For full information and quotations on single axle 
or tandem model tanks to fit your hauling require- 
ment, write, wire, call or check the yellow pages 
of your phone book for the nearest Trailmobile 
Branch Office. 


The 10" fe RAILMOBILE 
TRAILMOBILE inc. 


CINCINNATI 9, OHIO SPRINGFIELD, MISSOURI BERKELEY 10, CALIFORNIA 
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‘Fastest Oil Changes 


Linco/n 


Harold S. Gifford, owner of The Village 


Esso Service Center, Newton, Conn., has business-buildin uy 


this to say about his Lincoln installation: check- po ints 


“We can deliver ten minute oil changes regu- 
larly with our Lincoln Overhead Installation. 
That's the top speed in our experience. 


“What's more, our Lincoln Overhead Lubreels 
make for cleaner, more efficient work on other 
jobs ... help attract many new customers, 


“Lincoln Lubricating Equipment is TOPS in our 
opinion. It is without a doubt the best you 
can get.” 


The man who helped Harold 
S. Gifford select the most 
profitable Lincoln installation 
is Rudy Gruneberg, salesman 
for Humphrey Brothers, Inc., 
Danbury, Conn. 


Scars 


THE MOST TRUSTWORTHY NAME IN r 


LINCOLN ENGINEERING CO. 5702-74 natural Bridge Ave., St. Lovis 20, Me. 
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EXPANSION 


facilities. The Conoco farm has eight 
20,000-bbL., four 30,000-bbl., 
000-bbl. and one 2,000-bbl. tanks, 
for a total capacity of 337,000 bbl. 
To Add Jobbers — Continental’s 
marketing methods in the Inland 
Empire will cover the field—jobbers, 
consignees and directly supplied out- 
lets. The only salaried bulk plant 
will be in Spokane. All others will 
operate on a commission basis. Wait 
says the company hopes to add jobbers 
later. All fuel oil distribution in the 
Spokane area will go through jobbers. 
After Conoco completed its study 
of the Inland Empire’s potential and 
reasoned that products could be 
brought in more economically than 
with the existing tanker-Columbia 
River barge system from Los Angeles, 
things began to move fast. 
Continental, Carter, Union Oil of 
California and the H. Earl Clack 
interests announced in the summer of 
1953 the beginning of construction 
work on the Yellowstone Pipe Line. 
Simultaneously, Conoco opened a 
marketing office in Spokane and, after 
laying claim to some service station 
sites, began its station building pro- 
gram. 





one 55, 


The company experienced little 
trouble in acquiring service station 
and bulk plant locations or rights of 
way for the Yellowstone line. 

Pipe Line Problems—tThe big hur- 
dle with the pipe line was weather. 
Heavy snows and cold slowed work 
until late this spring. The line makes 33 
river crossings, spans some of the 
country’s most rugged mountain ter- 
rain to bring Spokane its first pipe line 
from the Rockies. 

It will enable Conoco to transport 
products from its Billings refinery 
not only to Spokane, but also to term- 
inal points at Bozeman, Helena and 
Missoula, Mont. 





Last in Series 


This is the third and final 
article in a series on the opening 
of new oil markets in the Pacific 
Northwest. 

Others on the general situation 
and Carter Oil Co.’s participa- 
tion in the area’s activities ap- 
peared in NPN Aug. 18 and 25, 
respectively. 

















Conoco’s Key Men in Inland Empire Market Fight 


Here is a short look at the four men 
who are “running the show” for Con- 
tinental Oil Co. as it moves into the 
rich Inland Empire. 

J. L. Wait—After studying at the 
Universities of Ohio and New Mexico, 
Wait joined Continental in 1917 as a 
mail clerk -at Albuquerque. In 1929, 
he became assistant division manager 
there. Five years later he moved to a 
similar post in Chicago. The Chicago 
division managership went to Wait in 
1945, and two years later he was ap- 
pointed Northern sales manager, still 
with headquarters in Chicago. In 
1950, he became regional sales man- 
ager. Wait was promoted to general 
marketing manager in 1952, and 
moved to Spokane last year as co-or- 
dinator of marketing expansion. 

A. C. Wilkinson—A Texan, Wilkin- 
son joined Conoco as a mechanic in 
the pipe line division in 1924. He was 
appointed master mechanic in 1929 
and moved up two years later to 
superintendent of the Oklahoma-Kan- 
sas district. In 1939, he became gen- 
eral superintendent of the oil pipe line 
and terminal division, with head- 
quarters at Ponca City, Okla., followed 
in 1943 by a boost to manager of the 
pipe line department. Wilkinson now 
is general manager and vice president 
of Continental Pipe Line Co. and is 


in Spokane temporarily to direct the 
Yellowstone project. 

J. L. McCulley—A native of Boze- 
man, Mont., McCulley graduated in 
1937 from Montana State Normal. He 
started with Conoco in 1941 as a 
trainee at a Bozeman service station. 
In 1942, he moved up from station 
salesman to district superintendent at 
Bozeman and went to Spokane, later 
the same year, in the same capacity. 
He took military leave in September, 
1943 and returned in 1946 as a dis- 
trict sales representative. In 1951, 
McCulley took over as assistant divi- 
sion manager at Butte, Mont., moving 
to Spokane last fall as assistant divi- 
sion manager. 

T. J. Sullivan—tIn 1935, Sullivan 
joined Conoco as a clerk in the mar- 
keting department in his home town of 
Butte, Mont. He became a comptom- 
eter operator that same year and 
moved up to a post as sales analysis 
clerk. The next spring he became a 
station salesman at Butte, later a mer- 
chandiser. Sullivan was made district 
superintendent at Great Falls in 1938 
and went to Havre, Mont., the next 
year as district superintendent. He 
held posts as a district sales repre- 
sentative in Havre and Butte, and 
moved to Spokane last November as 
Conoco’s city manager. 
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MORE SERVICE STATIONS 
USE 


A sp | wi 


IRON TIREMAN 


THAN ALL OTHER 
Fe a C ~~ 


$109.50 


Does more work faster, easier . . . yet costs 
ap to $100 less. These are the reasons why the 
Coats Iron Tireman is the overwhelming first 
choice of more than 30,000 service stations. 
Gives you real, money- -making savings in time, 
backbreaking labor that give you ofits on 
every tire service job. Makes you tire service 
headquarters to attract and hold customers for 
bigger petroleum product and TBA sales. Sim- 
pler, too. . . amyone can operate it. To build 
your all-round station profits, do as most 
service stations do . . . choose the Coats Iron 
Tireman, America’s number one tire changer. 


> DOES MORE 
Handles olf sizes, all plies of passenger cor 
tires including safety tubes, tubeless tires. 
SIMPLER 
Easy foot pressure locks tire firmly in position. 


° TWO-WAY BEAD BREAKER 
Easily, safely breoks top and bottom beads 
Powerful leverage frees toughest beads includ - 
ing special locking and frozen beods. 
EASIER ON TIRES 
Smooth rollers take tire off or put it on the 
rim in just 30 seconds without damage. A 
Coots exclusive. 
BUILT FOR YEARS OF SERVICE 
Simplified design, quality materials, fine work- 
monship mean long, trouble free performance. 
COMPLETE LINE OF ACCESSORIES 
Everything you need to moke the Iron Tiremon 
service passenger cor, truck, and troctor tires. 


GET ALL THE FACTS TODAY . . . WRITE— 
JACK P. HENNESSY SALES CO. 
“Tubeless Tire Specialists” 


12 DEPOT SQUARE 
ENGLEWOOD, NJ. 


COATS COMPANY 


2°) SMe hells : 











THIS NEW CAMPAIGN | 
















THIS FALL... Local Peak’ and Nor’way Anti-freeze 
advertising program aimed at the car owners 


in your own trading area... your own hometown! 








Your customers will see and hear about PEAK and 
NOR’WAY all week...every week...all season 


TELEVISION SPOT ANNOUNCEMENTS on leading TV stations will blanket the areas 
where 3 out of every 4 gallons are sold. Car owners will see these hard 
selling spots during the best evening hours all through the season. 


NEWSPAPER ADS on the sports pages of selected papers will run 5 days out of every week 
reminding your customers to buy. 


OUTDOOR BILLBOARDS in various sections of the country will attract motorists’ atten- 
tion while they’re driving. 


joled- MAGAZINE ADS in Life, Saturday Evening Post, and leading farm magazines will reach 


6 out of every 10 of the best customers in your neighborhood. 


HOMETOWN ADVERTISING IS BOUND TO CREATE MORE 
“PEAK” AND “NOR‘WAY” BUSINESS IN YOUR TOWN... 


oramemes HERE'S HOW TO CASH INE. 


ORDER NOW ~order enough from your CSC antifreeze supplier to get 
your full share of the business in your neighborhood. 


PUT UP DISPLAYS —at least 30 days before cold weather hits, set up your 
displays . . . in the window . . . on the island or apron. Feature a “Get Set 
For Winter” special. Convince car owners to drain out last year’s antifreeze. 


USE THE FREE CSC SALES AlDS—each “Peak” and “Nor’way” dealer 
will receive a Salesmaker kit containing attractive point-of-sale aids. At no 
extra charge, you can get more window display material and a giant 3’ x 5’ 
outdoor banner that reminds car owners to buy from you. Just return the 
postcard found in each Salesmaker kit to receive all you 

need to be headquarters for antifreeze sales in your 

neighborhood. 


Tie-in with Hometown Advertising 
and make this your most profitable 
antifreeze season! 


Commercial Solvents Corporation © New York 16, New York 


os 
bee ke ii, * ‘ See _— 
dik is ais GM ca 


September 1, 1954 + NATIONAL PETROLEUM NEWS 





TIRES account for the biggest part of the jobber’s TBA volume and antifreeze is a close second in sales 


TBA: What Jobbers Sell, Where They Buy 


Tires are still the big seller in TBA, accounting for more than half 


the average oil jobber’s dollar volume of TBA sales, and antifreeze 


is second. 


These facts came to light in a special National Petroleum News 
survey of more than 300 oil jobbers in all parts of the country. The 


survey also found that: 

—Batteries are third-ranking 
item in the total TBA dollar vol- 
ume of the average jobber. 

—Half of all jobbers carry 
more than one brand of anti- 
freeze, and the proportion of 
glycol to aleohol antifreeze sales 
among jobbers is about 60-40. 

—For sources of supply the 
big jobbers (more than 10 mil- 
lion gal.) deal mostly with the 
manufacturer. Small jobbers 
(under 1 million gal.) lean to 
automotive supply houses. And 
medium-sized jobberships (1 to 
10 million gal.) stick to their 
gasoline suppliers as the TBA 
source. 

To a slight degree, tires figure more 
heavily in the TBA volume done by 
smaller jobbers. Below 5 million an- 
nual gallonage, tires account for 63% 
of TBA sales. 

Among the top gallonage jobbers 
other items in their TBA line, par- 
ticularly batteries and spark plugs, are 
stronger, leaving tires with 53% of 
all tire business. 

In fact, in the case of both batteries 


42 


and spark plugs, the trend is just the 
reverse of tires. In the low gallonage 
groups these two items stand at 10% 
and 2% respectively. 

In the 5- to 10-million bracket they 
rise to 12% and 4%, and hit a peak 
of 16% and 5% in the large jobber 
group. 

Plugs and Filters—Percentage of 
spark plugs and oil filters sales for all 
oil jobbers are about equal, paralleling 
the experience of the major oil mar- 
keting companies. Spark plugs stand 
at 4.5% and oil filter cartridges at 
4.36% of the total TBA volume. But 
the very large jobbers show a slight 
spread between these two accessories, 
with 5% for spark plugs as against 
4% for filter cartridges. 

Top performers in antifreeze sales 
are the oil jobbers in the 5 to 10 mil- 
lion-gal. bracket. They account for 
16% of total TBA sales. Long con- 
sidered a staple in oil circles, anti- 
freeze brings the second highest per- 
centage of TBA dollars for oil jobbers 
as a whole. But the largest jobbers, 
over the 10 million-gal. level, have a 
record of 16% of TBA volume done 
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in battery sales, as against only 14% 
for antifreeze. 

The Sales Volume—TBA business 
done by oil jobbers with more than 10 
million annual gallonage runs to far 
higher dollar figures than those in any 
other group. Of 13 concerns in this 
bracket, average annual TBA sales 
were $686,660. In the next smaller 
group, the 5 to 10 million-gal. jobber, 
the annual TBA volume drops off 
sharply to $71,063. 

The medium and smaller jobbers, 
on the average, have not yet built their 
TBA volume to a balanced ratio of 
gasoline sales. The following table 
shows: 





Average 1953 TBA Sales Volume 
Average sales 
per jobber 
$ 16,767 
28,347 
71,063 
686,660 


Gallonage Group 
Under 1 million gal. 
1-5 million gal. 

5-10 million gal. 
Over 10 million gal. 





Antifreeze carryover in oil jobber 
inventories at the end of the season 
averaged 970.2 gal. per jobber. The 
range in stock unsold at the winter’s 
end is directly related to jobber size 
in annual oil gallonage, indicating the 
close tie-up today between the flow of 
gasoline and antifreeze to the con- 
sumer, through oil marketing channels. 
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THE COST OF A 
GOOD METER IS 
PEANUTS... 


COMPARED WITH THE MONEY 'T SAVES 








One of your tank truck meters may be making 2800 fuel oil sales and handling 
$75,000 of your money every year! Your bulk plant meters are capable of 
delivering their own value in gasoline in less than half an hour! If a meter's 
accuracy slips only a fraction between tests, you can't afford the losses you'll 
have. Neither can you afford to test the meter all the time. 

Maintenance costs are important, too, for every dollar spent on repairs 
means you lose the profits on many gallons sold. Sustained meter accuracy 
and low maintenance quickly outweigh all other considerations such as dif- 
ferences in initial price and pumping costs. Insist on the finest meters you can 
buy . . . Red Seals . . . for all your trucks and loading racks. 


Want proof of sustained “! drove a tank truck with a Red Seal meter for six 
accuracy? Read what these °°? put 13,000,000 galions through the meter, with- 
ovt a single repair bill,” states a man in Texas. 
Red Seal users say: 


Another Red Seal user in New Jersey asked Neptune 
to modernize six 3” meters that had delivered more 
than $0,000,000 gallons apiece. Each measuring cham- 
ber needed only two inexpensive replacement parts. 


“We feel these meters paid for themselves within the 
first six months,” says a Mi ta oil company which 
has Red Seal Print-O-Meters in four bulk plants. 


Aeourcoy You Can Bank On 





NEPTUNE METER COMPANY 


19 WEST SOth STREET + NEW YORK 20, WN. Y. 


95-C 
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Branch Offices: 

ATLANTA + BOSTON + CHICAGO + DALLAS + DENVER 
NO. KANSAS CITY, MO. + LOS ANGELES + LOUISVILLE 
PORTLAND, ORE. + SAN FRANCISCO 

IN CANADA : weprune METERS LTD., 


1430 LAKESHORE RD., TORONTO 14, ONT. 





TIRES—BATTERIES—ACCESSORIES 





Following is a table showing the 
average Carryover: 





Carry over inventory of antifreeze 
at the end of the 1953-54 season 
Gallonage Gross Gallons 
Group gallons per jobber 
Under 1 million gal. 26,199 264.6 
1-5 million gal. 65,353 484.1 
5-10 million gal. 41,568 1,807.3 
Over 10 million gal. 123,699 9,515.3 





Antifreeze sales for oil jobbers as a 
group are split 59% glycol or perma- 
nent type, against 41% alcohol type. 
The highest proportion of glycol vol- 
ume is done by the largest jobbers. 
Those moving more than 10 million 
gal. annually get 65% glycol type 
compared with 35% alcohol type. 


Smallest jobbers are not the low 
performers on glycol antifreeze, how- 
ever. Jobbers in the 5 to 10 million- 
gal. bracket report only 57% of their 
volume is glycol, with 35% alcohol. 
The breakdown by groups is shown in 
the following table: 





Antifreeze sales breakdown 


Average % 
Gallonage permanent Average % 
Group antifreeze alcohol 
Under 1 million gal. 60.6 39.4 
1-5 million gal. .. 57.5 42.4 
5-10 million gal. 56.6 43.4 
Over 10 million gal. 64.6 35.4 





Number of Brands—The smaller 
the oil jobber the more brands of 
antifreeze he carries. 





«u-m-M BOY! 


Hosiery 
Free! 


.. yours with every purchase 
of 3 dozen cans of 


WARNER 


Radiator Products 
»+-any combination! 


® Made by a Nationally Famous 
Manvfacturer. Very finest qual- 
ity—long wearing! 





Look at this! 


Apair with a spare 
3 STOCKINGS! 
PRACTICALLY EQUALS 
TWO PAIRS! 


Order Now! Offer Expires September 30, 1954 
Imagine! A beautiful pair with a spare 


(yes, 3 stockings!) absolutely free every time you order 


@ 60 Gauge 15 Denier. For dress 
wear on best occasions! 


@ Popular New Fall Shade. Lovely 
harmonizing new beige shade, 
with smooth, dull finish! 


@ Finest Nylon. High-twisted for 


longer wear with “stretchy” tops! pre-sol 


WARNER 
Radiator Cleaner 
Service Cleaner 
Liquid Solder 
Cooling System 
Protector 


$ caMoOl S NAME ian 


WARNER RADIATOR PRODUCTS 
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¥V AUTOM ¢ BILE HI 


8 dozen cans of fast-selling Warner Radiator Products, 
in any combination. What a wonderful gift for wife or 
sweetheart! No limit while quantities last—order Warner 
Radiator Products now and get several sets of hosiery! 


National Advertising Makes Warner Sales Easy! 
Consistent, hard-hitting advertising in the Saturday Evening 
POST promotes your sales of Warner Products. Customers are 
and ready to buy! 


LULU LLL 4 


OF 


WARNER-PATTERSON COMPANY 
920 S. MICHIGAN AVE., CHICAGO 5, ILL. 





One jobber admits to carrying as 
many as 10 brands of antifreeze. All 
the jobbers with less than 1 million 
annual gallonage of oil products re- 
port carrying from two to 10 brands. 

A maximum of four brands of anti- 
freeze is reported by the jobber group 
in the 1 to 5 million gallonage group. 
No more than three brands are found 
in the 5 to 10 million gal. bracket. 
The big jobbers think one or two anti- 
freeze brands are enough to handle. 

Regardless of their size, one half of 
all oil jobbers stock two or more anti- 
freeze brands. But most of these carry 
no more than two brands, while only 
one in 10 jobbers feels he needs more 
than two brands. 

The other half of the jobbers stick 
to one brand only. 

The automotive supply houses seem 
to do their best business among the 
smallest oil jobbers. Jobbers with less 
than 1 million annual gallonage show 
a tendency to get several accessory 
items from this source, although the 
gasoline supplier is still the main reli- 
ance for such major items as tires, 
batteries and antifreeze. 

As a TBA source, the gasoline sup- 
plier seems to be in a fairly stable 
position among all classes of oil job- 
bers, and is especially favored by two 
large groups in the gallonage range 





Who Was Surveyed 


The exclusive NPN survey 
reported on these pages was 
charted from the answers of 300 
representative oil jobbers across 
the United States to a TBA 
questionnaire. 

For the purposes of the sur- 
vey, the jobbers questioned were 
divided into four gallonage 
groups. These are: Jobbers 
whose annual oil volume is 
under 1 million gal.; those doing 
1 to 5 million gal.; those selling 
5 to 10 million gal. and jobbers 
with a volume of more than 10 
million gal. 











from 1 to 10 million. Here jobber 
purchases of TBA merchandise from 
the gasoline source run to peak levels. 

Antifreeze buying has this pattern: 
81%- of the oil jobbers under 1 mil- 
lion gal. buy antifreeze from the gaso- 
line supplier; 74% in the 1 to 5 million 
group; 61% in the 5 to 10 million 
bracket; and 38% in the over 10 mil- 
lion segment. About 69% of the larg- 
est jobbers get antifreeze direct from 
the manufacturer. See tables on fol- 
lowing page: 
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TBA BRIEFS 











SUPPLY SOURCES FOR 8 TBA ITEMS 


Gallonage Group: Under 1 million gallons 


Gasoline Automotive Jobber TBA 
Product Supplier or Supply House Manufacturer 
% % % 
Tires & tubes 55 19 41 
Batteries 48 32 28 
Spark Plugs 49 55 9 
Oil filter cartridges 60 56 6 
Polishes & waxes 58 43 
Radiator chemicals 61 46 
Fan belts 38 62 
Antifreeze 81 33 


Gallonage Group: 1 to 5 million gallons 


Gasoline Automotive Jobber TBA 

Product Supplier or Supply House Manufacturer 

% % % 
Tires & tubes 60 14 35 
Batteries 56 25 26 
Spark plugs 56 49 3 
Oil filter cartridges 51 45 10 
Polishes & waxes 71 42 11 
Radiator chemicals 70 28 8 
Fan belts 55 44 5 
Antifreeze 74 20 15 


Gallonage Group: 5 to 10 million gallons 


Gasoline Automotive Jobber TBA 
Product Supplier or Supply House Manufacturer 
% 


% 


Tires & tubes 65 P 35 
Batteries 63 37 
Spark plugs 56 ; 2 
Oil filter cartridges 50 38 
Polishes & waxes 60 20 
Radiator chemicals 60 33 20 
Fan belts 53 27 
Antifreeze 61 44 


Gallonage Group: Over 10 million gallons 


Gasoline Automotive Jobber TBA 

Product Supplier or Supply House Manufacturer 
% % % 
Tires & tubes 50 64 
Batteries 54 62 
Spark plugs 46 ; 54 
Oil filter cartridges 38 : 54 
Polishes & waxes 46 2 62 
Radiator chemicals 46 ; 62 
Fan belts 38 . 62 
Antifreeze 38 69 


All Respondents 


Gasoline Automotive Jobber TBA 

Product Supplier or Supply House Manufacturer 
% % % 

Tires & tubes 58 14 39 
Batteries 53 24 31 
Spark plugs 53 47 11 
Oil filter cartridges 49 45 15 
Polishes & waxes 63 41 13 
Radiator chemicals 64 34 10 
Fan belts 47 46 11 
Antifreeze 73 22 16 
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Radiator Warning 


There is a trend toward still higher 
pressures in automobile radiators, ac- 
cording to a warning issued by Stand- 
ard of Kentucky to its dealers. Some 
new cars are being equipped with 13- 
15 lb. pressure radiator caps and it is 
more important than ever that dealers 
be careful about servicing sealed cool- 
ing systems. The company urges these 
precautions: 

1. Always be on the lookout for 
sealed cooling systems. 

2. Protect your hand with a cloth. 
Turn the cap slightly, in the direction 
opposite from your face. This breaks 
the seal and releases the pressure. 

3. When installing new caps, look 
up the specifications. 

4. When putting a pressure cap 
back on the radiator, be sure it is 
tight. 


Fram Offers Premiums 


An electric cigaret lighter and 
matching ashtray is being offered free 
to dealers who purchase 24 or more 
Fram Corp. replacement cartridges. 
The metal displays serve as product 
reminders in addition to their func- 
tional purpose. 


Tube-Sealant Offer 


A liquid claimed to seal punctures 
when pumped into an inner tube is 
being offered to some service station 
dealers in central New York state, 
according to the Empire State Pe- 
troleum Assn. The report is_ that 
dealers are asked to sign a contract 
which calls for no money down but 
constitutes a minimum order for ten 
5-gal. drums of the product at a cost 
of $528. 


High TBA Ratios 


Here are some new examples of 
dealers who have attained unusually 
high TBA ratios: 

Tide Water’s Eastern Division has 
a dealer in Morristown, N.J., who 
chalked up for 1953 a ratio of $39.62 
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CHAMPION SPARK PLUG COMPANY 


LTHAM. ENGLAND = Paes. FRANC ‘= wInosSOR. CANADA 


To.epo 1, Ouro.U.S.A. 


September 1, 1954 


Dear Champion Dealer: 


This month with the profitable Fall and Winter 
changeover season coming up, I'd like to call your 
attention again to the Champion service tools dis-— 
played on the opposite page. Good business begins 
with good equipment and that definitely holds true 
in profitable spark plug merchandising. 

Successful dealers in every section of the 
country have turned their spark plug sales into high- 
volume, high-—profit business by using these three 
pieces of Champion equipment to dramatize the need of 
service or replacement. They allow a customer to see 
exactly how worn-out spark plugs are costing him money. 

The Champion Spark Plug Viewer and the Champion 
Spark Plug Firing Indicator are two selling tools 
worth their weight in gold. And the new Champion 700 
Series Service Unit certainly should be the keystone 
of your spark plug merchandising. If you have an old 
service unit it likely has paid for itself many times 
over and may not be as efficient as it once was. And 
you need the best to stay ahead of your competition 
these days. 

So see your Champion wholesaler and get ready 
now for winter and many good sales seasons to come. 


Sincerely, 
P.S.: Records fell fast at Chrysler Proving Grounds 
when Jack McGrath, in the Champion-equipped Hinkle 
Special, set a new American Track Speed Record of 
179.386 MPH. Exactly two weeks later, Sam Hanks drove 
a Champion-equipped 447-HP Chrysler V8 in a Kurtis C. 
Chassis 182.554 MPH on the same track. The 331 cu. in. Con 


Chrysler has a 13:1 compression ratio — a real test 
of spark plug performance. ‘ 





Septembe, 1954 ° NATIONAI PETROLEUM NEWS 
I 
, 





IN THE 
NATION 


YOU NEED THESE CHAMPION 
SERVICE TOOLS TO DO A SUCCESSFUL 
JOB OF SPARK PLUG MERCHANDISING! 


Champion 700 Series Service Unit 


—Improved model of the world's 
greatest spark plug merchandiser. 
Puts your spark plug business on a 
high-volume, high-profit basis. 


Champion Spark Plug Viewer 
—Allows close examination of 
deposits over entire length of in- 
sulator nose. Dramatizes need 
for replacing worn-out spark 
plugs. A real sales aid. 


Champion Spark Plug Firing 
Indicator 
—Fast, simple, effective check on 
voltage being supplied spark plug. 
Gives quick definite clue to spark 
plug and ignition cable condition. 


. 


AMERICAS FAVORITE 


GOOD BUSINESS BEGINS WITH 


GOOD EQUIPMENT SPARK PLUGS 
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TBA BRIEFS 


in TBA volume for each 1,000 gal. of 
gasoline. 

Standard of Kentucky has two good 
performers, with records expressed a 
little differently. One dealer, Norman 
Miller, Jr., of Calhoun, Ga., ended 
1953 with TBA sales which averaged 
2.7 tires, one battery and $8 worth of 
accessories per 1,000 gal. of gasoline. 
Another, Ebb Geiger of McRae, Ga., 
during the same period sold 2.8 tires 
and 1.1 batteries for every 1,000 gal. 
of gasoline. 


Dover for Cushions Only 


A new product called Kushion- 
Kovers, introduced by Farber Bros., 


Inc., automobile seat cover manufac- 
turers in Memphis, Tenn., protects 
only the seat cushion, leaving the back 
uncovered for interior harmony. The 
covers are made of shock-proof, fire- 
resistant fabric in heavy-duty fiber, 
with foam rubber padding. 


Discounts for Dealers 

Money still is being used in lieu of 
merchandise premiums. Gulf Oil Corp. 
is playing up heavily a special dis- 
count ranging from 50¢ to $1 per bat- 
tery on orders from dealers of 10 or 
more batteries. It’s part of a stock-up 
program designed to encourage dealers 
to build up their station inventories 








In trouble-free service for several years, 
these two Roto-Primé self-priming pumps 
handle 250 GPM in double-duty service, un- 


loading transports and pumping from field 
storage to loading docks. 


THE IDEAL PUMP FOR 
BULK PLANTS anaTANK FARMS 


The Gilbarco Roto-Prime Pump starts 
without priming ... runs without venting 


Higher suction lift and efficiency up 
to 10% greater, plus unlimited air 
handling capacity and flexibility of 
mounting, make possible multiple- 
service use in bulk plant stripping, 
transferring and loading. The great 
versatility of Roto-Primes provides 
80% to 50% savings in operating 
and equipment costs. Available in 
capacities ranging from 50 to 1,400 
GPM and powered by all drives. 
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Investigate today. Write for 
catalog and full information. 





last month and this, in preparation for 
the peak battery selling season ahead. 
The top discount of $1 applies on the 
premium price, blue plastic case 
Power Crest battery. 


U. S. Rubber's Big Tires 


United States Rubber Co. is making 
the largest tires in its history at its 
Detroit plant. The tires weigh 2,600 
lb., are eight ft. tall and are designed 
for heavy earth-moving and _ strip 
mining equipment and self-loading 
scrapers. The new nylon tires are 
30.00-33 in size and have a 40-ply 
rating. The largest tire made by U.S. 
Rubber before the 30.00-33 was a 
24.00-32. Called U.S. Royal “Con- 
Trak-Tors,” the new giants cost 
$4,949.50 without excise tax. The next 
smaller “giant,” the 27.00-33, sells for 
$3,886.10. 


Exide Announces 1955 Line 


Three new types of automotive bat- 
teries are the high points of Exide’s 
1955 line. The top model is the Ultra 
Start, now featuring the Exide Dual 
Purpose Levelex, a seasonal control 
for the electrolyte level. The battery 
needs water only three times a year 
under normal use, according to Exide. 
The company is planning an extensive 
advertising, sales promotion and mer- 
chandising program to introduce the 
new line to car owners, dealers and 
fleet operators and to support dealer 
sales efforts. Additional information 
may be obtained by writing Dept. AP, 
Exide Automotive Division, The Elec- 
tric Storage Battery Co., Box 8109, 
Philadelphia 1, Pa. 


Tide Water Booklet 


Tide Water Associated Oil Cog has 
printed a 12-page booklet to explain 
for dealers and service station em- 
ployes the “whys and wherefores” of 
selling Tide Water’s Federal “Flying 
A” Tires. The brochure explains the 
differences between first, second, third 
and premium line tires and gives 
dealers hints on how to promote new 
tire sales. 


"Accumulator" Marketed 


The Diller Battery Corp., of Des 
Moines, Iowa, has brought out a new 
automotive type battery in the premi- 
um class with a large electrolyte ca- 
pacity, Fiberglas separators, and a 
five-year guarantee. The guarantee 
provides for unconditional replace- 
ment for the first year and pro-rata 
replacement for the original owner 
during the five-year term, even if the 
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Truck-mounted Purolator Micronic Filters used 


for aviation fuel. 





Cut your meter maintenance coste- 


.. With PurOlator Filters 


for bulk fuel handling on trucks 
and terminal installations 


Purolator* filters now in use on trucks and terminal installa- 
tions give operators greatly reduced meter maintenance 
costs. Their outstanding ability to remove dirt and rust means 
less “down time”. . . more efficient full capacity service. 


Purolator Micronic* elements remove particles as small as 
.0000039 inch and they have a filtering area and dirt storage 
capacity up to 10 times greater than old-style filters. You 
get higher capacity in smaller space. 


Why not let us show you how Purolator filters can reduce 
° ° . A Purolator 
your meter maintenance costs as well as provide maximum Miter, pedestal 


trouble-free operation. Purolator’s engineering department type, for large-capac- 


ity fixed installations. 
can help you solve any filter problems. Send for the Purolator Standard models are 


Bulk Filtration Catalog giving full information on filter oo ate See Set OO NS Fm. 


: : handling light petroleum products. 
units with flow capacities of 15 to 1500 g. p. m. > 


*Reg. U. S. Pat. Off. 


vane «| MDX TN co) 


Rahway, New Pacey end reg Ontarie, Canada WORLDS FINEST , O1L FILTER 
Factory Branch Offices: Chicago, Detroit, Los Angeles 








September 1, 1954 + NATIONAL PETROLEUM NEWS 











TBA BRIEFS 


battery is transferred to another car. 

As a “sales gimmick” the new bat- 
tery is called an “Accumulator” rather 
than a battery, the purpose being, says 
the manufacturer, “to create public 
acceptance.” 


New AC Campaign 


The AC Spark Plug Division of 
General Motors Corp. has begun in- 
tensifying advertising around its car- 
toon figure of a horse called “Sparky.” 
Promotion pieces concerning Sparky 
are being mailed from Horse Creek, 
Wyo., to carry out the theme. The 
idea behind the campaign is “Lively 
cars and lively gas call for Lively 
Plugs.” AC’s comment: “We feel 


Sparky will draw attention not only 
to our national advertising, but will 
give us a close tie with our point-of- 
purchase promotional material.” 





Shaver Unit 


A 115-volt converter unit with 
which any standard AC electric shaver 
can be operated from automobile cur- 
rent is being marketed by the Ameri- 
can Television & Radio Co., 300 E. 
Fourth St., St. Paul 1, Minn. It can be 
plugged into the cigaret lighter re- 
ceptacle in a passenger car, boat, 
truck, plane or bus and is small enough 
to be carried in a glove compartment. 
Models are available for both 6-volt 
and 12-volt electrical systems at the 
same list price of $12.95. 


Redesign for Champion 

The brand name on Champion 
spark plugs has been redesigned. In 
place of the former decoration on the 
insulator, which carried in small let- 
ters: “Champion Made in U.S.A.,” 
there now will be the single word 
“CHAMPION” in bright red block 
lettering. The “Made in U.S.A.” will 
be stamped on the shell. Sharper color 
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contrast has also been made possible 
by a new treatment which gives the 
shell metal a shiny, jet black appear- 
ance. 





New Package Design 


This is the novel package design for 
Dupont’s new rubber lubricant, “Orel.” 
The product can be applied with a 
brush or from an oil can, or from a 
polyethylene squeeze bottle applicator 
which the company is supplying with 
initial orders. 


TBA PERSONALS 


Alan Green, Jr., has been elected 
president of Western Batteries, Inc., 
Portland, Ore., following his purchase 
of an interest in the firm, which manu- 
factures Everlite and private brand 
batteries for a number of western 
marketers. 





s 
John J. Sexton 
has become Los 
Angeles district 
field manager for 
the Associated 
Tires and Acces- 
sories Division of 
The B. F. Good- 
rich Co., Akron, 
Ohio. He will re- 
port to Fred C. 
Schulz, Pacific 
Coast zone man- 
ager for Goodrich. Sexton has been 
with B. F. Goodrich in the tire busi- 
ness since 1935. He has been a credit 
and operating manager, in advertising 
and sales promotion, battery-accessory 
sales supervisor, store manager and 
truck and bus tire supervisor in the 
New York district, his last assignment 
before the Los Angeles post. 


J. J. Sexton 





Lloyd M. Stew- 
ard is now man- 
ager of national 
account sales for 
the AC Spark 
Plug division of 
General Motors, 
succeeding the 
late Sumner S. 
Howard. After a 
period of engi- 
neering training 
with the U. S. 
Navy, ending in 1930, Steward went 
with the advertising staff of a Flint 
newspaper and then to a post in the 
Flint city government. He has been 
with AC since 1942 in the production 
control, efficiency, and labor relations 
department, and most recently as su- 
pervisor of salaried personnel. 

In other changes at AC, Earl Mc- 
Girnis has been assigned to special 
duties on the staff of replacement sales 
manager Edgar H. Francois. McGin- 
nis will be active in advertising, sales 
promotion, merchandising and national 
account sales. He has been with AC 
since he held the post of advertising 
manager in 1922. 





L. M. Steward 


E. L. Dibble 
has been ap- 
pointed general 
sales manager, 
consumer pro- 
ducts, for Nation- 
al Carbon Co., 
a division of 
Union Carbide & 
Carbon Corp. He 
has been in Na- 
tional Carbon’s 
sales department 
since 1934, beginning as a salesman 
in Portland, Ore. Since 1952 he has 
been Eastern District Manager. He 
will be located at the company’s gen- 
eral offices in New York, where he 
will direct sales activities on Eveready 
flashlights and batteries, Prestone and 
Trek antifreeze and other automotive 
products. 


E. L. Dibble 


Clyde W. Adair, Jr., is the new 
Portland, Ore., district manager for 
United Petroleum Corp., which mar- 
kets Golden Eagle gasoline and oper- 
ates several tire stores in Oregon. Since 
he joined the firm in 1945, Adair has 
been supervisor at Roseburg and 
Grants Pass, and Southern Oregon 
manager. 

Roy G. Clark has been named man- 
ager of tire operations and supervisor 
of United's tire stores. 

A. M. O’Hanlon is now manager of 
United’s real estate department. 
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Peg 


unprofitable empty return trips. 





Double Unit Paves Way for Truck Savings 
Mi Southwest Portland Cement Co. of Victorville, Calif., has turned a 
neat savings with this double-trailer unit, which went into service not 
long ago. Each of the trailers, hauled by a Mack tractor, carries a cement 
hopper and fuel oil tank. From Victorville to Los Angeles, they carry 121 
bbl. each of bulk cement. On the return run they haul 5,860 gal. each 
of heavy fuel oil for use at the Victorville plant, thus cutting out the 
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LP-Gas Pump on Market 


Now ready for production is a dis- 
pensing pump for vehicles powered by 
liquefied petroleum gas. In two ratings 
—15 or 35 gpm—the metering dis- 
pensers are approved by Underwriters 
Laboratories. Operating pressure is 
250 psi. The company says the unit’s 
safety features make it commercially 
practical for use by service stations, 
taxicab fleet operators, truck and bus 
fleets and other commercial accounts. 
Size and styling of the pedestal match 
that of low-model gasoline dispensers 
for island or driveway installations. 
The new unit, says the company, 


offers the same convenience in dis- 
pensing LP-gas as regular pumps offer 
for gasoline. Bowser, Inc. 

Circle No. 1 on Reply Coupon 


Air Hose Improved 


Light and flexible air hose is cov- 
ered with an oil resistant Neoprene 
tube to resist extreme wear, abrasion 
and severe service conditions. The 
“Revelation” hose is made from high 
tenacity Cordura rayon cord thor- 
oughly impregnated with rubber 
cement and braided under tension on 
steel mandrels. Standard length is 50 
ft. Diameters range from % in. to 1 
in. The 1-in. hose will stand working 





pressures up to 250 Ib. All other sizes 
are built for 300-lb. pressures. Ham- 
ilton Rubber Mfg. Co. 


Circle No. 2 on Reply Coupon 


Counter Display Revolves 


Mechanics’ hand tools are attrac- 
tively displayed on this turn-around 
counter merchandiser. Each tool or 
set of tools is placed in a separate 
vinyl plastic pouch with a card giving 
complete sales information, guaran- 
tee and printed price. Metal unit is 11 
in. in diameter. Penens Corp. 


Circle No. 3 on Reply Coupon 


Wireless Intercom Unit 


A portable intercommunication sys- 
tem requires no wires and plugs into 
any standard 120 volt AC or DC 
electrical outlet. The manufacturer 
says it allows instant two-way com- 
munication between persons in separ- 
ate departments or buildings. Voices 
up to several hundred feet away can 








@ Readers’ information Service 
NATIONAL PETROLEUM NEWS 


e FOR FURTHER INFORMATION 


On equipment or literature described in this issue: CIRCLE THE NUMBER 
below. Fill in the roply coupon, clip and mail to 


330 W. 42nd St., New York 36, N.Y. 
Your inquiry will be forwarded to the manufacturer. Void after Dec. 1, 1954. 
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EQUIPMENT 


be picked up and transmitted up to 
2% miles within the same power-line 
transformer circuit. Units are made 
of plastic with a mottled mahogany 
finish. The complete two-unit system 
costs $66.90, with additional stations 
available at $33.45. General Indus- 
trial Co. 

Circle No. 4 on Reply Coupon 





On-the-Car Chargers 


Six-volt batteries can be charged 
on the car with a new line of compact 
automatic chargers. The chargers work 
from any 110/120-volt A.C. outlet. 
An automatic circuit-breaker protects 
the battery and electrical system in 
case of a short or overload. Cases 
of heavy-gauge fully drawn steel are 
finished in gray hammertone. Three 
models are available in outputs of 10, 
6 and 4 amp. All carry a manufac- 
turer’s guarantee and are listed by 
Underwriters Laboratories, Inc. Elec- 
tra Manufacturing Co. 


Circle No. 5 on Reply Coupon 


its ML. nee A 

For Pumping Oil by Hand 
Several models of hand pumps now 
are available for application on drums, 
tanks and underground storage in- 
stallation for handling oil products. 
52 


The small, drum model is claimed by 
the manufacturer to be the easiest 
operating piston transfer pump on the 
market. It has a capacity of one quart 
per stroke. A special “double seal” 
feature protects parts from exposure, 
makes replacement of packing unnec- 
essary and acts as an added safety 
factor. Opaco Co. 


Circle No. 6 on Reply Coupon 


Checks Promote Firm 


A printing house is offering litho- 
graphed checks carrying an imprint of 
an oil tank against an oil industry 
background, with or without the name 
of the using oil company. A standard 
blank with the truck lithographed in 
red and no company imprint is avail- 
able as standard stock, but details 
can be worked out to fit each indi- 
vidual company order. Prices for 
three-color checks—in a_ business 
check book with three checks to the 
page—start at $24.35 per 1,000 and 
range to $16.30 for 10,000. S. C. Toof 
and Co. 


Circle No. 7 on Reply Coupon 
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Ball Valve Development 


Use of the double-seal ball prin- 
ciple, a manufacturer claims, has 
widened valve application and per- 
mitted valves to be made of the same 
material as the pipe to which they 
are fitted. The new type valves are 
said to resist galvanic corrosion and 
pipe damage caused by electrolysis 
where dissimilar metals have been 
used, and are adaptable to a wide 
scope of liquids and gases. Jamesbury 
Corp. 

Circle.No. 8 on Reply Coupon 


‘One-End' Bumper Jack 


Designed for “one-end” bumper 
use, a 142-ton hydraulic jack is said 
to give a speedy lift to cars and light 
trucks for tire changing, brake ad- 
justment, wash jobs, body and fender 
work and chain mounting. Built like 
a lift truck, the jack has steel channel 
side frames that prevent bending, 
binding or distortion. A spring-loaded 
“nose” wheel gives swift, sure tricycle 
positioning under the bumper. The 
jack’s adjustable lifting arms have a 


full 42-in. span, clear all guards, 
hitches and tail pipes and fit all bump- 
ers. Blackhawk Mfg. Co. 


Circle No. 9 on Reply Coupon 
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Cold Weather Boon 


Gasoline or Diesel engines can be 
started in weather as cold as 40 deg. 
below zero with a self-contained pneu- 
matic engine starter just developed. 
The starter operates with a minimum 
of “know-how,” the manufacturer says, 
and was developed with the co-opera- 
tion of Sinclair Research and Develop- 
ment Corp. Automotive & Marine 
Products Corp. 


Circle No. 10 on Reply Coupon 


DEATHS 


Max Epstein, chairman of General 
American Transportation Co.’s execu- 
tive committee, died Aug. 23 at his 
Winnetka, Ill., home. He was 79. A 
native of Germany, Mr. Epstein went 
to Chicago in 1891. He started in the 
transportation business at 23, when a 
friend told him the Duquesne Brewing 
Co. of Pittsburgh was seeking 20 sec- 
ondhand refrigerator cars. He found 
a refrigerator car line with 48 old cars 
it wanted to sell, he arranged the deal 
on the 20 cars and made a $1,000 
profit, with which he bought the other 
28 cars. Then he started the Atlantic 
Seabord Dispatch to lease the cars. 
This was the forerunner of General 
American Transportation Co., which 
now leases 60,000 freight cars and 
manufactures plastics. 

Mr. Epstein in 1909 placed the or- 
der for General American’s first NPN 
advertising with Warren C. Platt, 
founder of NPN. The contract called 
for six one-half-page ads on the front 
cover of the magazine. 
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U.S. Amazon 
MOST AMAZING development in 
the history of oil discharge hose! 


- 


There is no other hose on the 
market that can match 
H-1515’s contribution 
to oil transportation. 
HERE ARE THE FACTS: 
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Weighs 2/3 less than conventional hose. 
End fittings weigh 50% less. 


Used by every major oil company. It has been tried 
and proven by up to 3 years’ service. 


More than 800 lengths of U. S. Amazon H-1515 
now in service. 


Its light weight eliminates accidents that occur with 
the handling of heavy hose. 


Requires less manpower or mechanical handling de- 
vices to make connections for loading or unloading. 


Instantly springs back to shape if crushed or folded. 
It handles 200 pounds working pressure. 


Dock workers are outspoken in praise of its lightness 
and ease of handling. 


It is indispensable for hard-to-reach bunkering 
headers. Connections are made without the use of 
a hoist. 


No further proof or trial is required to establish its 
superiority. 


Easily transported—can be coiled or folded on truck 
or other vehicle for moving between locations. 


More than 800 lengths of U. S. Amazon® H-1515 Oil Discharge Hose have been put into active 
service from coast to coast in the short space of 3 years—the superiority of this great hose has 
been proven and accepted beyond question. U. S. Amazon H-1515 is made only by United 
States Rubber Company and sold through any one of the 27 “U.S.” District Sales Offices. 
Further information is obtainable by writing the address below. 


“U.S.”’ Research perfects it. 
“U.S.” Production builds it. 
U.S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION  - 
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NeCl@NAE ... interpreting the oil news 


Midwest 


By Leonard Castle 


Fire and Press Relations 


All oil men responsible for any stor- 
age, transportation or refining equip- 
ment should be ready to channel ac- 
curate information to the press and 
radio when petroleum fires, explosions 
and accidents occur. 

Very few laymen understand the 
chemistry of oil fires. As a result 
detrimental and misleading publicity 
often appears because industry people 
fail, or don’t know how, to present 
unbiased and factual information when 
trouble suddenly arises. 

This is true of bulk plant and termi- 
nal operators, truck transporters, 
dealers and refinery personnel. 

In an effort to educate key person- 
nel at these installations in proper 
methods of disseminating information, 
the central region office of the Ameri- 
can Petroleum Industries Committee 
is issuing a review of a suggested set 
of procedures for co-operating with 
the press and radio in times of emer- 
gency. 

Following are the highlights of the 
formula: 

In anticipation of a possible emer- 
gency, superintendents or managers 
should designate someone immediately 
to handle inquiries from newspapers. 
His name should be transmitted to 
city editors and bureau chiefs of news 
services. 

A week or so later the press con- 
tact man should call upon the editors 
and advise them where a headquarters 
will be established for newsmen at the 
petroleum installation if an emergen- 
cy arises. 

This headquarters would become a 
center of news dissemination to ac- 
credited reporters. It would serve to 
keep the news group together and to 
prevent any individual from attempt- 
ing to enter a potentially dangerous 
area, 

In an emergency, the newsmen 
“should be given all of the details that 
are available, fully and frankly, to off- 
set a possibility of their using informa- 
tion from other less-qualified sources, 
which may be erroneous or biased in 
certain particulars.” Local plant execu- 
tives also will be afforded a chance 
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to make their own appraisals: of the 
event. 

Newsmen work against rigid dead- 
lines and therefore speed—as well as 
accuracy—is important in getting their 
information. The press relations man 
should have.no other function at the 
time than to obtain and verify infor- 
mation and to be always accessible to 
the reporters. 

Newsmen, including photographers, 
usually accompany city police and 
firemen or hospital emergency crews. 
They carry identifying police cards 
and thus by limiting news groups to 
persons with proper credentials, the 
company can eliminate dealings with 
questionable persons. 

It is suggested that “accredited news- 
men be treated with utmost courtesy 
at all times and that they be given as 
much legitimate assistance as possible 
in accomplishing their tasks.” 

As a rule, when emergencies occur, 
reporters will want such information 
as: 

1. Time, cause and location of the 
event. 

2. Number of persons involved and 
extent of damage. In most instances 
this cannot be determined immediate- 
ly but, if possible, some estimate 
should be made. 

3. Effect on production. 

4. If people are injured, their 
names, addresses, extent of injuries 
and to what hospital they are sent. 
This information should be given only 
after families of the injured have been 
notified. 

5. Brief history of the installation 
such as when it was built, products 
made or stored, total employment, 
production or storage capacity, type of 
construction, etc. This may be pre- 
pared in advance and kept up to date. 

“This information should be sup- 
plied as fully as possible and as quick- 
ly as possible when the need arises,” 
the report says. “Such facts as are 
known immediately about an occur- 
rence should be given out, with the 
advice that complete information will 
be made available as soon as the facts 
have been verified.” 

The report also suggests that auali- 
fied oil men help in the training of fire 
departments in combatting fires and 
explosions. Such sessions provide “an 
excellent opportunity to create suffi- 
cient good will with firemen that they 
will direct inquiring newsmen to the 
proper company representatives in- 
stead of trying to answer such in- 
quiries themselves.” 

“It follows naturally that, when 
such demonstrations are held, local 
newsmen should be invited to attend 
also, either as a source of subsequent 


news stories or to provide them with 
background information which will 
correct erroneous beliefs and theories 
previously held.” 


Atlantic Coast 


By 
Raymond E. Bjorkback 


Problem in Connecticut 


Connecticut’s state highway com- 
missioner is saying he’d like to see 
seven different marketers’ flags fly 
from the seven service stations plan- 
ned for Connecticut’s projected cross- 
state expressway. 

But, adds Commissioner G. Albert 
Hill, he’s afraid there are legal ob- 
stacles, and wants a ruling from the 
state attorney general’s office for 
guidance. 

The problem, as he sees it, is how 
he could reject the highest rent offer 
if a company making it is bidding for 
the stations as a group. He has put the 
question this way up to a committee of 
the State Legislative Council. 

The state highway department and 
24 private engineering firms now have 
design work on the expressway under 
way, following sale of $100 million in 
bonds for construction. 

The new toll road is expected to be 
completed in four years. It will ex- 
tend 125 miles, from Greenwich at 
the New York state line to Killingly at 
the Rhode Island state line. 

Commissioner Hill is reported to 
have told the Legislative Council also 
that he has received criticism that 
gasoline prices on the state’s Merritt 
Parkway, largely under one flag, are 
higher than on other routes. 

At the same time, he’s quoted as 
pointing out that operators of the sta- 
tions in question are required by lease 
terms to keep the outlets open 24 
hours a day, and provide more towing 
and mechanical service than is made 
available by the average station. 


Shifts at Philadelphia 


Metropolitan Petroleum Corp., one 
of the largest independent primary 
suppliers of fuel oil in New York har- 
bor, has taken a place in the Phila- 
delphia-Camden wholesale market by 
purchase from Delaware River Termi- 
nal Corp. of assets and tanker terminal 
properties at Philadelphia and Penn- 
sauken, N.J. 
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At the same time, Metropolitan has 
leased back to Delaware River Termi- 
nal for a long period, 170,000 bbl. of 
the 440,000 bbl. of tankage involved. 

The latter firm has sold all assets 
of its retail fuel oil affiliate, Petroleum 
Heat & Power Co., Philadelphia, to 
James J. Gillin, former coal whole- 
saler. In this, Delaware River Termi- 
nal’s aim is to concentrate on its 
wholesale fuel oil activity, according 
to President Norman C. Keith. 

Metropolitan, a subsidiary of the 
Pittston Co., will operate the former 
Delaware River Terminal properties 
through a newly formed subsidiary of 
its own, the Greater Valley Terminal 
Corp., headed by H. L. Valentine. 

Added just last spring to storage 
facilities employed by Metropolitan in 
the New York harbor area was the 
1.5 million-bbl. terminal of Tankport 
Terminals, Inc., at Jersey City, N.J. 

This expansion came as Pittston ac- 
quired a majority interest in Mari- 
time Petroleum Corp. and the latter’s 
subsidiary, Tankport Terminals. 

Delaware River Terminal buys fuel 
oil in cargo lots and resells to dis- 
tributors and dealers in the Philadel- 
phia area. 

Unaffected by the disposal of its 
terminal facilities are two affiliates. 
Those are Petroleum Marketing Corp., 
which mostly buys and sells cargoes 
of various principal products, and a 
subsidiary of this company, Petroleum 
Export (G.B.), Ltd., London. 


Fuel Sales Increase 

Gasoline sales in New York State, 
including fuel for non-highway use, 
were 4.7% higher during the first half 
of this year than in the corresponding 
1953 period. 


Pacific Coast 


By Charles Pollak 


GP’s Distributor Policy 


Attention was focused on General 
Petroleum Corp.’s attitude toward in- 
direct marketing late last month when 
the company bought out one of its 
largest jobber-distributors, the 1,300,- 
000-gal.-per-month Miller Oil Prod- 
ucts, Inc. of Whittier, Calif., in the 
Los Angeles metropolitan area. 

The purchase was the fourth ac- 


quisition of large Los Angeles GP 
distributors by the company in the past 
three years. Consequently, West Coast 
marketers have wondered if the 
Socony-Vacuum subsidiary intended to 
convert all of its big-city marketing 
into salaried operations. 

GP policy-makers say it isn’t nec- 
essarily so. 

“We have a definite standing offer to 
all our distributors that if they want 
to get out of the business we stand 
ready to take it over,” explained one 
executive. 

“First, it’s an assurance to the dis- 
tributors that they'll always have a 
market for the business they develop. 
Otherwise, they might be reluctant to 
invest money and effort in their dis- 
tributorships and be content to just 
coast. 

“Second, we are, after all, the logi- 
cal buyer if a distributor is willing to 
sell. If we weren't, the distributor 
might well look for another supplier 
to sell his business to.” 

He emphasized that GP’s willing- 
ness to buy means that the distributor 
knows he can literally cash in the busi- 
ness he has built up by his own efforts. 
In many cases indirect marketers own 
flourishing operations which have little 
value in their parts. They are valuable 
only as complete enterprises. 


Measure of Security—Thus, com- 
pany thinking is that its standing offer 
means security for distributors. A clear 
distributor-supplier relationship insures 
that a business will be marketable in 
the event of retirement, illness or 
death. Moreover, this policy amounts 
to enlightened self-interest for GP 
since it is protected against the loss of 
an indirect marketer’s customers. 

“A skeptic might say, ‘Okay, but 
how about the price?’” the executive 
went on, “and the best way I can an- 
swer is to say this: 

“We encourage our distributors to 
become men of importance in com- 
munity affairs. Thus, they have numer- 
ous friends. So we never want it to be 
said that we took advantage of any 
distributor in buying him out.” 

He said that the company does not 
follow a formula in arriving at the 
price paid for a distributor’s business. 

He added that GP today relies on 
indirect marketing in 93.6% of the 
bulk plants handling its products. In 
1950, the figure was 90.2% 

The GP marketer said that the 
company sometimes suggests that job- 
ber-distributors change to wholesale 
agent (consignee) status, but that the 
option rests with the distributors. The 
suggestion is made when a distributor’s 
capablities do not appear to measure 
up to the sales job to be done. 
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Or, conversion to agent status is 
suggested when a distributor’s finances 
or his bookkeeping are not adequate 
to take care of a high-volume business. 

Counsel Offered—GP has a rela- 
tively new policy of providing both 
distributors and agents with occasional 
management consultatons to improve 
their operations. In practice, an in- 
formal team consisting of, say, a divi- 
sional chief accountant, a district sales 
manager or a head office methods ex- 
pert sits down with the distributor and 
appraises his work. 

The team seeks to show the mar- 
keter his costs, introduce more mod- 
ern methods or suggest improvements 
in almost any phase of his business. 
The upshot is that he is able to profit 
from managerial talent he would never 
be able to command on his own, and 
gets an objective look at his business. 

The evaluation may be undertaken at 
the suggestion of the district manager 
or on the initiative of the distributor 
himself. It is a voluntary procedure, 
and is not restricted to distributorships 
that might be floundering. The GP 
theory is that every man, however ex- 
cellent his performance, can always 
stand a little improvement. 


Good Service Rewarded 


Salesman James Marston, employed 
at a Standard Stations, Inc. outlet 
across the street from the San Fran- 
cisco Opera House, recently under- 
went a gruelling experience. Here, in 
his own words as quoted in the 
Chevron News, is what happened: 

“A gentleman in an old car drove 
in about 9:30 p.m. and asked for 10 
cents worth of Ethyl. I put the gas in 
the tank and went about checking the 
oil and water. He then asked if I 
would tighten the water hose, clean 
his windshield and check his battery 
and tires. 

“When I finished giving him these 
services, he asked if I would brush him 
off. This startled me a little but I per- 
formed the service. 

“Then he told me I would find a 
dime on a pair of pants on the back 
seat. I opened the door and closed it 
just as fast. If you could have seen 
the garbage in that back seat you 
would have done the same. 

“I told him I would pay the dime 
rather than waste his time, but he was 
insistent. When I finally found the 
pants, there was no dime—I found a 
$100 bill instead. 

“Two other men then came in and 
told me it was a stunt for Art Link- 
letter’s People Are Funny show.” 

For giving good service and having 
strong nerves, Marston was given a 
gold watch on the Opera House stage. 
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Refined Products Prices Generally Steady 


Refined products remained in fairly good sup- 
ply and demand shape in wholesale marketing 
areas east of the Rockies the past week. 

But API reported that refinery runs for week 
ended Aug. 20 were near the 7,000,000 b/d mark, 
and this caused some uneasiness among waders, 
especially in the case of gasoline. Some predicted 
a return to soft motor fuel marketing conditions, 
should upward trend in runs continue. 


For the time being, however, gasoline was in relatively 
good shape everywhere except in the Midwest. 

Tank car prices ranged 0.5¢ higher at Southeastern 
terminals when Standard Oil Co. (Kentucky) raised its 
prices, making general the advances along the East Coast 
started by Socony-Vacuum on Aug. 18. 

At the Gulf Coast, there were no pri¢e increases, but 
suppliers generally found their stocks in good balance. 
The few cargo and barge gasoline sales reported were 
generally “at the low of Platt’s OILGRAM, date of lifting.” 
This was in contrast with the sharp discounting of low 
quoted prices which was prevalent in mid-July. 

Midwestern traders, meantime, found open market gas- 
oline prices still weak, but shipment were good against 
contracts. Reports indicated that material was freely avail- 
able at 0.5¢ “under published prices” at Great Lakes Pipe 
Line terminals. 

N.Y.C. ‘Gas’ Bids Down—Gasoline bids submitted to 
New York City Transit Authority reflected how gasoline 
prices have declined this season as against last year. 

Socony-Vacuum Oil Co. was apparent low in bids to 
supply Authority’s requirements for 12 months beginning 
Oct. 1. 

For tank wagon delivery to Transit Authority’s storage 
in all of the city’s five boroughs. Socony bid 12.599¢ gal. 
on estimated requirements of 6,025,000 gal. regular-grade 
gasoline. and 15.099¢ gal. on 8,000 gal. premium. 

Generally speaking, bids ranged from 1.45¢ gal. to 2.23¢ 
gal. below prices quoted to Transit Authority year ago. 
See p. 00 for detailed bids. 

Distillates Generally Steady—Distillate fuels were still 
marking time, with most traders looking forward to a good 
fall and winter market. 

No. 2 fuel appeared to be one of the firmest products 
in wholesale trading. Few suppliers in the East were seek- 
ing new business, choosing to hold on to their supplies for 
anticipated winter needs. 

That also was generally true in other areas. No. 2 oil 
was hard to find at the Gulf, and suppliers in other areas 
were trying to build up their storage. 

Esso Standard reported increasing its distillate prices at 
points in Southern New Jersey 0.1¢, effective Aug. 23. In 
addition to advancing its prices this amount for kerosine 
and No. 2 fuel, company said it was withdrawing its “vol- 
untary allowance” (0.25¢) on wholesale sales of kerosine. 

Another principal product—residual fuel—was firm and 
steady everywhere except at a few spots in the East, such 
as at Philadelphia, where bids to supply governmnt agen- 
cies ranged as low as $2.00, FOB barges, and 5.15¢ gal., 
delivered by tank wagon. 

Natural Gasoline Improves—Natural gasoline market 
was improving. Manufacturers in the Mid-Continent 
reported tight supplies, good demand, and one reported 
sale of Grade 26-70 material at 5¢, FOB Group 3—0.5¢ 
gal. higher than others were quoting. 
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In foreign markets, two affiliates of Esso Export Corp. 
reported increasing marine fuel oil prices, effective Aug. 
26, as follows: 

Antofagasta and Valparaiso, Chile: Esso Standard Oil 
Co. (Chile) S.A.C. increased Bunker “C” fuel and Diesel 
Medium 57¢ and 24¢ bbl., respectively. New prices: 
Bunker “C” fuel, $5.93; Diesel Medium, $7.49. 

Ras Tanura, Saudi Arabia: Mediterranean Standard 
advanced Marine Diesel price $1.36 to $25.39 per ton; 
Diesel Medium $1.19 to $29.66. 

Retail gasoline price wars showed some improvement at 
certain Eastern points, but in the Southwest, a whole rash 
of new battles for gallonage broke out. 

Following are among points where retail skirmishes 
were in progress during week. Prices are shown ex state 
and federal taxes, amounts of which are shown in 
parentheses: 

Ft. Worth, Tex. (6¢)—Biggest Texas city hit by wars 
which were scattered throughout state in smaller towns. 
Prices for regular-grade dropped to 11.9¢ at most major 
brand stations, compared to “normal” 20¢. Most private 
brand outlets were selling at same price, although a few 
were about 1¢ lower. 

Ft. Worth trouble was mainly a fight between two 
groups of private brand outlets for gallonage. 

Other smaller Texas cities hit included Snyder, Lubbock, 
Midland and Nacodoches. Postings were off from 5¢ to 8¢ 
gal. for regular-grade at major brand stations in these 
areas. Amounts of “discounts” given jobbers and retailers 
off tank wagon postings varied, but they averaged 4¢ gal. 
in the troubled areas. 

Tulsa (8.5¢)—There was no change in Tulsa’s war. 
Pump postings were still about 9.6¢ gal. below “normal,” 
with major brand outlets selling at 11.4¢. Private brands 
generally were posting same price. Some suppliers were 
guaranteeing 4¢ gal. margin to dealers. 

Providence, R. I. (6¢)—Prices were up about 3¢ gal. in 
gradual climb since tank wagon prices were boosted 2.7¢ 
week before. Majority of dealers were posting 19.9¢ for 
major brand regular-grade. Some still posted 18.9¢, and 
there were a scattering of postings at 17.9¢. Most private 
were posting 16.9¢ gal. 

Philadelphia (7¢)—Prices here also rose following tank 
wagon increases, to what dealers termed “normal” levels. 
Stations selling major brands increased postings to 19.9¢ 
or 20.9¢, with private brands posting 17.9¢, all for regular- 
grade. Tank wagon price generally was 15.3¢, with no 
discounts. 

Wilkes-Barre, Pa. (7¢)—Also as result of tank wagon 
increases, prices here were nearer “normal” than at any 
time in past several months. Major branders were posting, 
generally, 18.9¢ for regular-grade. Tank wagon prices were 
14.9¢, with no “voluntry allowances.” 

Hartford, Conn. (6¢)—Retail prices still described as 
“very mixed up.” Some dealers advanced regular-grade 
postings, following boost in tank wagon prices of 2.2¢, to 
15.6¢, but pump prices covered 5¢ spread, ranging from 
14.9¢ to 19.9¢. 

Portland, Ore. (8¢)—Prices down to lowest level since 
July, 1951, with major brand stations cutting regular- 
grade from 23.5¢ to 20¢, and private brand posting prices 
ranging from 16.6¢ to 18.9¢. But Portland Gasoline 
Dealers Assn. members pulled down large price signs in 
effort to dampen-down war. 
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Los Angeles (8¢)—Center of price cutting shifted from 
San Fernando Valley to Southeast industrial area of Los 
Angeles Basin, where number of private brand stations 
were curb-posting 12.9¢ gal. for regular-grade, or 5¢ 
below “normal.” Major brand outlets in area were selling 
regular for 17.9¢, or about 2¢ below prices prevailing 
before outbreak. 

San Francisco (8¢)—War ended in Walnut Creek, Dan- 
ville, Concord, Gregory Garden and Lafayette—all sub- 
urbs of San Francisco. At height of price cutting, postings 
had dropped as much as 5¢ gal. But slashing of prices 
continued full blast in Oakland and Hayward, with about 
40 dealers involved in battle for gallonage. Private brands 
were selling regular-grade as low as 16.9¢, with major 
brands selling at 18.9¢. 


Gulf Coast 
Open Market Trading Continues Slow 


’ For the second week in a row, the pace of trading at 
the Gulf tended to slacken. There were a few sparks of 
upriver demand for distillates, but nothing that resulted 
in spot sales. A 75,000-bbl. cargo of 87 oct. regular-grade 
was closed “at the low.” 

Basic deterrent to more active trade was the balanced 
position at most refineries combined with lack of interest 
on the part of spot buyers. It was easy enough to line up 
an eastern marketer who would take late Fall No. 2 fuel, 
but early September was something else. 

The majority of refiners appear to be fairly well sold 
out for a month or two; that is, not counting kerosine, 
which still was long at several plants. How long this 
situation of balance will continue depends largely on 
crude runs to stills, and some refiners expressed concern 
that the nation’s throughout once again was near the 
7,000,000 b/d mark. This, they added, pointed the way 
to greater supplies of gasoline ahead—at a time when 
the big consuming season is on the wane. 

Kerosine, however, continued to be the easiest product. 
One seller said he had 60,000 bbls. for which he found 
no takers. Another seller will see an export kerosine con- 
tract expire this month, with the result that he will have 
about 100,000 bbls. per month to offer beginning in 
September. 

For the first time this season, upriver buyers from Chi- 
cago and St. Louis were beginning to place feeler in- 
quiries for distillates. For the most part they were looking 
for late Fall No. 2 fuel, and this may not be the easiest 
position to cover. 

Prices at refineries for cargo lots were unchanged. 


Atlantic Coast 


‘Gas’ Price Hike Becomes General 


Gasoline increases that started in mid-August in the 
Northeast became general along the eastern seaboard last 
week. Standard Oil (Kentucky) advanced its gasoline prices 
0.5¢ in the Southeast, and the company was the last big 
seaboard seller to move since Socony upped its prices on 
Aug. 18. 

From a trading standpoint, principal development was 
a growing reluctance among suppliers to offer spot No. 2 
fuel, particularly at New York harbor. 

Standard of Kentucky reported 0.5¢ general increase 
in its gasoline prices at principal southeastern terminal 
points, Aug. 25. Company’s tank car prices for regular- 
grade, all up 0.5¢, are 13.1¢ at Mobile, 13,2¢ at Pensacola, 
13,3¢ at Tampa, and 13.4¢ at Jacksonville and Port 
Everglades. 

Most other suppliers at these points, some of whom 
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already had advanced elsewhere along the coast, increased 
the same amount as Standard. 

Trading was especially quiet, but it was not unusual for 
late August. At New York harbor, sellers were less inclined 
than formerly to offer spot No. 2 fuel, some of them admit- 
ting concern over their regular-customer requirements this 
Winter. It also was cited that very little “extra” No. 2 fuel 
now is offered at the Gulf for Winter cargo lifting. And 
ocean tanker freight rates are on the rise. 

Although the general No. 2 picture looked firm, Boston 
was the scene of some cutting. On the outskirts of the 
city, particularly near points supplied by pipe line, “dis- 
counts” of 0.1¢ and 0.25¢ reportedly were offered on spot 
truck transport lots. 

No. 6 fuel also came in for some sharply contrasting 
reports. Some suppliers were considering withdrawal of 
“voluntary allowances” of 10¢ on spot sales of residual. 
At the same time, “low” bids on government and municipal 
tenders for heavy fuel were indicated at both Philadelphia 
and Boston. 

At Philadelphia, one supplier reportedly offered a gov- 
ernment agency a price of $2.00 bbl., FOB terminal in 
barges. The prevailing price for barge No. 6 at Philadelphia 
was $2.12 per bbl., unchanged. 


Chicago District 


Residual Fuel Prices Advance 


Prices ranged higher for low and high sulfur residual 
fuels following advances in quotations reported by most 
refiners and terminal operators in the Chicago District the 
past week. 

At week’s end price ranges were as follows: No. 5 fuel, 
low sulfur 6.85-7.15¢, high sulfur 6.8-7.15¢; No. 6 fuel, 
low sulfur 5.9-6.15¢, high sulfur 5.8-6.15¢. 

Prices for other products were unchanged, and trading 
generally was slow. Heavy fuel was becoming increasingly 
difficult to find, according to a terminal operator just re- 
turned from a trip to the Gulf Coast and Mid-Continent. 

Gasoline sales were said to have picked up “a little” but 
stocks were still large. Cycled gasoline 82-85 oct. reportedly 
was available FOB Chicago at 10.5-10.625¢, and in some 
instances as low as 10.25¢. Quotations for refined regular- 
grade gasoline ranged from 11.625-13¢. 

While there still was little interest being shown in heat- 
ing oils, prices were reported firming. 


Midwestern (Chicago-E. St. Louis Area) 


Seasonal Trading Lull Persists 


Low sulfur No. 6 fuel continued to be the only refined 
product under strong demand in the Midwest the past 
week. With the exception of some inquiries for residual 
fuel, open market trading was at a virtual standstill. Prices 
remained unchanged. 

A number of refiners and tank car marketers said they 
expect the heavy fuel market to be tight for some months, 
because of cuts in refinery runs, heavy buying by western 
railroads, new coking units due to go on stream in the fall, 
and large amount of road building this summer. 

Gasoline remained plentiful and available at “O.5¢ 
under the low” at Great Lakes Pipe Line terminals. Cycled 
gasoline 83-84 oct., reportedly could be had at 9¢, Group 
3, but there was little demand for it. Quotations reported 
by refiners for 84 oct. refined gasoline ranged upward from 
10.5¢, Group 3. 

Nos. 1 and 2 fuels reportedly were available in tank 
cars at 0.75¢ to 1¢ “under the low, Group 3,” but at Great 
Lakes Pipe Line terminals No. 2 fuel generally was held 
for “0.25¢ over the low.” 
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OIL MARKETS 
Summary of Gasoline Prices (August 24 through August 30) 








Monday Friday 

Motor Gasoline 95 Oct. (Premium): Aug. 30 Aug. 27 

N. Tex. (Texas & New Mex. shpt.) P 12.625-14.55 12.625-14 .55 

W. Tex. (Texas & New Mex. shpt. ) 13.25-13.8 13.25-13.8 
Motor Gasoline 92 Oct. (Premium): 

Okla., Group 3 (Okla. shpt.)...... 

Okla., Group 2 (Northern shpt.) 

N. Tex. (Texas & New Mex. shpt.) 

W. Tex. (Texas & New Mex. shpt.) 
Motor Gasoline 84 Oct. (Regular): 

Okla., Group 3 (Okla. shpt.) 

Okla., Group 3 (Northern shpt.). 

N. Tex. (Texas & New Mex. shpt.) 

W. Tex. (Texas & New Mex. shpt.) 


Motor Gasoline 60 Oct. M & below: 
Okla., Group 3 (Okla. shpt.). 
Okla., Group 3 (Northern shpt.) 

N. Tex. (Texas & New Mex. shpt.) 
W. Tex. (Texas & New Mex. shpt.) 
Motor Gasoline 92 Oct. (Premium): 

New York harbor PP 13.95 

New York harbor, barges , 13.85 

Philadelphia Foouka ea x16 .2-16 .8x 
Motor Gasoline 86 Oct. (Regular): 

New York harbor. . . 

New York harbor, barges 

Philadelphia ; 

Philadelphia, barges 


(4)12-12.5 
11.5-12.75 
12.625-14.2 
12.75-13 


(4)12-12.5 
11.5-12.75 
12.625-14.2 
12.75-13 


(6)11-11.25 
10.5-11. 125(2) 
11.5-12.7 
11.5-12.25 


. (6)11-11.25 

-  10.5-11.125(2) 
11.5-12.7 
11.5-12.25 


(4)10.25-10.875(2) (4)10.25-10.375(2) 
10-10.25 10-10 .25 

(2)10. 75-11. (2)10.75-11.8 

(2)11 .25-11.5 (2)11.25-11.5 


13.95 
13.85 
x16 .2-16 8x 


12.45 
11.75 
x13 .7-14.3x 
x13 .6-14.2x 


Thursday 
Aug. 26 
12.625-14.55 

13 .25-13.8 


(4)12-12.5 
11.5-12.75 
12.625-14.2 
12.75-13 


(6)11-11.25 
10.5—11.125(2) 
11.5-12.7 
11.5-12.25 


(4)10.25-10 .375(2) 
10-10.25 

(2)10.75-11.8 

(2)11.25-11.5 


13.95 
13.85 
15.4-16.2 


12.45 
11.75 

(2)12.9-13.7 
12.8 


Wednesday 
Aug. 25 

12 .625-14.55 

13 .25-13.8 


(4)12-12.5 
11.5-12.75 
12 .625-14.2 
12.75-13 


(6)11-11.25 
10.5—11.125(2) 
11.5-12.7 
11.5-12.25 


(4)10.25-10 .375(2) 
10-10 .25 

(2)10.75-11.8 

(2)11.25-11.5 


Tuesday 
Aug. 24 
12.625-14 55 

13 .25-13 .8 


(4)12-12.5x 
11.5-12.75 
12.625-14.2 
12.75-13 


(6)11-11, 25x 
10.5-11. 125(2) 
11.5-12.7 
11.5-12.25 


(4)10.25-10.375(2 
10-10. 25 

(2)10.75-11.8 

(2)11.25-11.5 


13.95 
13.85 
15 .4-16,2x 


Motor Gasoline: 
Western Penna., Bradford-Warren: 
92 Oct. (Prem.). 


e 14. 
86 Oct. (Regular) ; . 13. 


Western Penna., Oil City: 
92 Oct. (Prem.) 
86 Oct. (Regular) 


Western Penna., Pittsburgh: 


92 Oct. (Prem.). m Hy 5. 15.2 
3 13.45 


86 Oct. (Regular) 


13.75-15 
12.5-13.5 


14.75 


3.9 13.5-13.9 


13.75-15 
12.5-13.5 


15.2 
13.45 





Mid-Continent 


Residual Demand Remains Strong 


There was little change in supply and demand status of 
refined products in Mid-Continent during final full week 
of August. Also, prices generally remained steady, although 
two refiners reported increasing their residual oil 
quotations. 

Oklahoma refiner reported increasing his No. 6 fuel 
prices 5¢ bbl., for local shipment, to $1.65. In Kansas, one 
refiner said he was asking $1.30 bbl. for No. 6, a 10¢ in- 
crease over his previous quotation. Price range lows were 
unaffected, however, as some refiners in both Oklahoma and 
Kansas continued to quote $1.15. 

In addition to price increases, Kansas refiner reported 
inquiry for approximately 8,000 bbls. of No. 6 fuel, with 
buyer bidding $1.30 bbl. Elsewhere, in addition to reports 
of numerous inquiries, refiners said residual fuel was 
closely held with little available for open market trading. 

In Oklahoma, refiner reported sale of approximately 
11,000 gal. of gasoline to broker, at 10.125¢, FOB Group 
3, plus pipe line tariff. In addition, most refiners said gaso- 
line shipments against contracts were fairly heavy. Al- 
though prices were generally unchanged, majority said 
gasoline supply status had improved, as result of con- 
tinued refinery cut-backs in the Mid-Continent. 

Interest in burning oils was improving, according to most 
refiners. Kansas refiner reported closing deal for an undis- 
closed quantity of No. | fuel, to be delivered during Sep- 
tember, at price 0.125¢ “over low published price.” For 
the most part, open market trading in distillates remained 
generally inactive, although several inquiries for material 
were in the market. There was little activity in lubricating 
oils. 


Central Michigan 
Market Quiet, Prices Unchanged 


There was little activity reported in the Central Michigan 


58 


market the past week, and trading generally was con- 
fined to shipments to regular customers. Prices for all 
products remained unchanged. 

Expected rush of heating oil orders before the Sept. | 
deadline of some summer fill plans has not yet material- 
ized. Although some refiners said orders picked up, others 
said shipments were just heavy enough to keep them out 
of trouble as far as inventories are concerned. 

Inquiry for half million gallons of No. 1 fuel for 
prompt delivery from a marketer was reported by a re- 
finer who said his stocks were in balance and he did not 
have sufficient product to quote. 

Some increase in heavy fuel movement was reported as 
industrial users began filling storage. Asphalt demand has 
been exceptionally good this summer, refiners said. 

Gasoline shipments were termed “normal” for late 
August. Prices remained steady to the trade but were still 
subject to discounts to large commercial consumers. 


Western Penna. 
Lubes Easy, Light Products Rise 


Open market trading was light in Western Penna. last 
week, especially in lubricating oils. Inventories of base 
stocks remained high at most plants, keeping prices easy. 

Light products generally were firmer, however, and tank 
car prices for both gasoline and fuel oils ranged higher in 
some districts. 

Foreign buyers with lubricating oil requirements to fill 
were finding sellers anxious to move material, especially 
cylinder and bright stocks, and prices bid on some large 
tenders reportedly were low. One trade source disclosed 
that a bid of 3¢ “under the market” on a large quantity of 
cylinder stock failed to move the material. 

This “shading” of prices, however, was confined to 
larger export inquiries, refiners said, and quotations on 
small-lot sales were reported unchanged. 

Responding to recent tank wagon increases, gasoline 
prices were firmer throughout the field, and tank car quo- 
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Crude Oil Prices 


No changes reported in crude oil prices in week 
ended Aug. 28. For complete crude oil price 
schedules, see Aug. 25 NPN, p. 56-57. 











tations postings for regular-grade rose 0.55¢ in Pittsburgh 
district to 13.45¢ gal. Buyers of motor fuels on open mar- 
ket noted a growing tightness of product, and one reseller 
in the Oil City district reportedly was unable to buy mate- 
rial to meet next month’s regular-grade commitments at 
current low of 12.5¢ gal. 

Firmness also was noted in fuel oil prices, and No. 2 
fuel in Oil City district ranged upward from 10.1¢. 

The supply/demand status of crude scale wax and 
petrolatums continued in refiner’s favor, with production 
generally committed at least a month in advance. 


‘Gas’ Prices Off in NYC Transit Bids 


Socony-Vacuum Oil Co., Inc., was apparent low in bids 
the past week to supply gasoline requirements of New 
York City Transit Authority for 12-months period begin- 
ning Oct. 1. 

For tank wagon delivery to Transit Authority’s storage 
in all of city’s five boroughs, Socony bid 12.599¢ gal. on 
estimated requirements of 6,025,000 gals. regular-grade 
gasoline, and 15.099¢ gal. on 8,000 gals. of premium. 

Generally speaking, current bids ranged from 1.45¢ gal. 
to 2,23¢ gal. below prices quoted to Transit Authority 
year ago. 

While five companies in addition to Socony submitted 
bids the past week for delivery to two or more of city’s 
boroughs, Cities Service, with prices of 12.65¢ for regular 
and 16.15¢ for premium, was the only other company to 
bid on citywide delivery basis. 

Posted tank wagon prices to dealers and consumers in 
New York City currently are 15.8¢ for regular and 18.3¢ 
for premium, and prices bid to Transit Authority are to 
escalate with these prices. 

Summary of bids to Transit Authority by boroughs 
follows: 


Regular-Grade Gasoline 
Item 1(a)—110,000 gals., Manhattan and Bronx; year 
ago low bid, 13.9¢: 
Cities Service 12.62¢ Socony-Vacuum 12.699¢ 
Esso Standard 13.25 Texas Co. 12.89 
Paragon Oil 15.5 


Item 2(a)—3,815,000 gals., Brooklyn and Queens; year 
ago low bid, 13.703¢: 
Cities Service 12.62¢ 
Esso Standard 13.25 
Paragon Oil 15.5 


Shell Oil 12.8¢ 
Socony-Vacuum 12.699 
Texas Co. 12.79 


Item 3(a)—2,100,000 gals., Richmond; year ago low 
bid, 13.855¢: 
Cities Service 12.65¢ Socony-Vacuum 12.449¢ 
Esso Standard 13.2 Texas Co. 12.79 
Shell Oil 12.8 


Premium-Grade Gasoline 
Item 4(a)—8,000 gals., Manhattan and Brooklyn; year 
ago low bid, 15.4¢: 
Cities Service 16.15¢ 
Esso Standard 15.75 
Paragon Oil 17.55 


Socony-Vacuum 15.199¢ 
Texas Co. .. 15.29 
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Avfuel, Lube, Wax Stocks Decline 


Inventories of all principal specialty products—aviation 
gasoline, jet fuel, lubricating oils and petroleum waxes—de- 
clined in June from May, Bureau of Mines report shows. 
With exception of lubricating oils, however, inventories of 
these products were higher at end of June as compared with 
same time last year. 

Inventories on June 30, 1954 with changes from May 
31, 1954 and June 30, 1953 follow (wax in thousands of 
Ibs., all other figures in thousands of bbls.): 

June Change from Change from 
1954 May 1954 June 1953 
Aviation gasoline: 

100 oct. & above 5,301 1,331 : 401 

Other grades 5,336 - + 1,073 

Total avgas 10,637 — 1,763 + 1,474 
Jet fuel 2,848 719 (a) 
Lubricating oil 9,559 -— 165 — 1012 
Petroleum wax: 

Microcrystalline 32,480 + 1,120 + 5,040 

Fully refined 64,120 6,440 +11,480 

Other grades 73,920 . 9,800 +12,320 

Total wax 170,520 —15,120 $28,840 
(a) Inventory figures not available 


LP-Gas Prices Continue Uptrend 


Producers of liquefied petroleum gases in Southwest 
generally are increasing prices to contract customers. All 
but one have notified contract accounts of price boosts to 
be effective early in September. “Hold-out” producer re- 
ports he is “sitting tight” for time being, “watching de- 
velopments.” 

In most instances, producers’ increases are effective 
Sept. 1 or Sept. 3. In general, propane is being advanced 
from 2.5¢ and 3¢, to 3.5¢, Group 3 basis. In West Texas, 
price for propane is up 0.5¢ in most cases to 3¢. And, at 
the Gulf, prices will range from 2.5¢ to 3.265¢. 

Feature of upward move to date is fact that no increases 
have yet been announced in East Coast prices. Ordinarily, 
eastern prices move simultaneously with prices in the Mid- 
Continent. Eastern marketers are pushing propane sales 
aggressively. By not making price increases immediately, 
some of them feel they will be able to extend their mar- 
keting range to inland areas currently supplied from Mid- 
Continent. 


Mexican Exports Rise 

Petroleum exports from Mexico reached 1,133,482 
tons (roughly 8 million bbl.) in first four months 1954, 
including some 990,000 tons (roughly 7 million bbl.) of 
fuel oil, according to secretariat of national economy. 
Shipments were valued at nearly 110,000,000 pesos ($8,- 
822,000). 

In same four months of 1953, exports totaled 682,306 
tons (roughly 4.8 million bbl.) and were valued at 57,100,- 
000 pesos ($4,579,420). 





NPN Gasoline Index 
(cents per gal.) 


Dealer T.W. Tank Car 
August 30 16.12 12.15 
Month Ago 15.81 12.06 
Year Ago 16.46 12.70 


Dealers index is an average of dealer tank wagon 
prices ex tax in 50 cities. 

Tank car index is weighted averaged of following 
wholesale markets for regular-grade gasoline, FOB re- 
fineries or terminals: Okla.; Midwest; W. Penna.; Calif.; 
N. Y. Harbor; Philadelphia; Jacksonville; Boston and 
Gulf Coast. 

















-ak@iaee in effect August 30 at Refineries and Terminals 





Gaso CALIFORNIA ARK. (For shipment to Ark. & La. 
line Los Angeles Dist.: 46 WIM iii ic ceces 9.5 
OKLA., Group 3 (Okla. shpt.) kf a Sa (2)18 .85-18.1 TN Ts n600004.0 000% 10 
92 Oct. Prem (4)12-12 .5x OS ee ree 12.1-15 .6(2) 52 & below D.I. Diesel. cee 9 
84 Oct. Reg............... (6)L1-11.25x 58 & above D.I. Diesel... . 9.375 
60 Oct. M & below........ (4)10.25-10.375(2) San Francisco Dist.: ae ? ee pasbedbedescncée ase 

OO Dat, Prats. oo cccccccs 17.85-18.6 No. 5 fuel see eerererereres $1.70 
Okla., Group 3 (Northern shpt.) | (yee 15.85-16.1 Oe D PUM ce cecerececeeers : 

Pe Pc ecbaiccccosence $1.55 
OB Oat. PUGH, 2 cp cdccccss 11.5-12.75 
OS eee 10 .5-11.125(2) 

60 Oct. M & below........ 10-10 .25 


WESTERN PENNA. 


Midwestern (Group 3 basis) 


Kerosine, Gas & Fuel Oils 


















92 Oct. Prem.. 11.5-12.75 (2)10.75-11(2) 
BOW MM usescrccestios 10.5-11 OKLA., Group 3 (Okla. shpt.) 6 
60 Oct. M & below........ 10-10.25 . 9.125-9.75 ic >  ~ tal 
. 125-9 . 37 as 
N. TEX. (Texas & New Mex. shpt.) (88 876-975 
95 Oct. Prem. . 12.625-14.55 ... (2)8.875-9.375 
84 Oct. Reg....... ene 11.5-12.7 (2)$1. 15-1.65 
60 Oct. M & below........ (2)10.75-11.8 rt a 10.5( (2) 
W. TEX. (Texas & New Mex. shpt.) OKLA., Group 3 (Northern shpt.) 10.1-10.25 
95 Oct. Prem AB-44 WWoe ssc ccccesccess 9-9.5(2) 9.9 
92 Oct. Prem... OS eee 8 .875-9 .25 
84 Oct. artes: 58 & above D.L. Diesel . 8.625-9.5 
6@ Oct. M & below........ (2)1125-11.5 No. 1 fuel..........-00-05 8.75-9 25 10.9-12 
sh didiscsas os 8. 125-8 .5(2) 10.3-10.4 
E. TEX. (Truck transport lots) eee (4)$1.15-1.20 10.9-11.85 
95 Oct. Prem.. 18 .5-13.75 10.1-11.1 
92 Oct. Prem.. ‘ 2: MIDWESTERN (Group 3 basis) 9.9-11 
84 Oct. + 19 ti. 5-12.25 oe, aa (4)9 . 125-9 .375(2) 
60 Oct. M & below... ..... (2)11-11, 125 58 & above D.I. Diesel.... (3)8.875-9.125 
CENT. W. TEX. (Truck transport lots) No. 1 feel... 2... cccccees 8 .875(6) CENTRAL MICHIGAN 
95 Oct. Prem..... 13.5 3). SORES et inay (FOB Central Michigan refineries) 
$a Oct. Prem. 13 a eae Range oil : 12.3-12.8 
SS GR, Bess cccscccccces 12 46-49. w.w. kero. 12.65-13.1 
P. W. distillate. 12.3-12.8 
ARK. (For Shipment to Ark. & La.) No. 2 fuel 11.3-11.8(2) 
Ee 12.25 7 ao - 8. tt 2502) 
SE: Behe 005008 eens 11 | oon ayia 5(3) 
KANSAS (For Kansas destination only) W. TEX. (Texas & New Mex. shpt.) 
bh oa ne counecce 12. - eS ee ited 9.25-10.7 
ae tee OO TEAL aN eben "8 'Be-t0'as OHIO—Quotations of 8.0, Ohio for delivery to 
60 oer M & below.. . (2)10.25-11.25 ss ebc¢n.000% (2)9.25-9.5 Ohio points: 
See .. $1.65-1.90 DE icepeeecctosenns 11.9(a) 
WESTERN PENNA. a hediscccestss 11.7(a) 
Bradford-Warren: E. TEX. (Truck transport lots) Pie Bade bcscisccceses 10.7(a) 
14.75 42-44 w.w. 2995 5-9. 15/2) (a) Subject to 0.5¢ “temporary allowance” in 
18.5-18.9 58 & above Dui. Diesel. 15-9 .7 northern half of Ohio. 
PE aewscétadcccses $1. 80-1. 60 
ne CENT. — TEX. (Truck yee? lots) CALIFORNIA 
ee OF San Francisco Dist.: 
58 & above D.L. Diesel . 8 Bs 
x15.2 RG Ms bed0664.54 0 ccces 
x13.46 DOME 2% slinedenesoee $1. $5 
ym aa of 8.0. Ohio for delivery to KANSAS (For Kansas destinations only) 
kag wy Ce rere (8)9.875-10.5 
GE DG, Bec ccccccccceses 13.5 9. 125-9 .875 


52 & below D.i. Diesel... . 
58 & above D.I. Diesel... . 


CENTRAL MICHIGAN 


(FOB Central Michigan refineries) gtk baeee 
i Ms vsesedtbies (4)14.5-14.75(2) ee ie ee ae 
 , | Rae 13 .25-18.75 7 See 


Prices herewith are reproduced from Platt’s OJILGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose 
resentatives in all NPN-OILGRAM offices devote their time exclusive 

to reporting oil industry prices everywhere. 

Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 

ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; a ap ying = 
barges or cargoes or truck transport lots only, - Rocienated FOR 
fineries or terminals; in cents per gal., except bbl. where $ - ll % 


shown; wax and petrolatums in cents per pound, * all fees and taxes; 
for crude oil and its products lawful produced and transported; re- 
as received by OILGRAM and National Petroleum News but not 


guaranteed; for subscribers’ private use only and not for resale or 


5 
ak Sy 





9-9 . 87 


Heavy “tuel (PS 400)....... 
8 .25-9.875 Light fuel (PS 300)........ 3200-2 808) 
1.60-1. Diesel fuel (PS 200)....... 8.25-13. 

$1.50-1.30(2 Stove dist. (PS 100)....... 9.25-14.7 


distribution or publication. During periods of om supply, some sellers 
and at times all sellers, withhold quotations new customers or the 
posting of firm prices but give OILGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers caly, oad. and such prices “ur in the price tables. 
Gasoline ratings are by Research hod and are minimum 
satings, 5 -emoast t where eel S M is used to indicate that octane ay : 
by AS otor Method. For further details of price conditions a 

to any NPN- OILGRAM office or see back of any OJLGRAM 
Service invoice. 


For complete price service wi _— from nearest OILGRAM 


publishing office, New York, Chica Houston, address Pilatt’s 
OILGRAM Price Sorviog, é 330 W. 4204 St. New York 36, N. Y. Annual 
Subscription rate in U $150 per year, payable in advance. 









ATLANTA, GA. 
1401 PEACHTREE STREET 









CARGOES & TANKERS 
at Texas City Refinery 


TRANSPORTS & TANKCARS 
at Terminals in the South 


PITTSBURGH, PA. 
BENEDUM-TREES BUILDING 


TEXAS CITY, TEXAS 
REFINERY 
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Natural Gasoline 
(Group 8 & Breckenridge. prices are to blenders 


on freight basis shown below. Shipments may 
eK) in any Mid-Continent manufacturing 


FOB GROUP 3 


Lubricating Oils 


WESTERN PENNA. 
Prices are for seles made, or offers reliably re- 
ported, to j & only. 





Viscous Neutrals—No. 3 col. Vi. at 70° F. 200 
Vis. (180 at t 100°) 420-425 fi. 


(2)10-11 

(2)11-12 

(2)12.5-13.6 
14(8) 


MID-CONTINENT LUBES 


FOB Tulsa basis, for domestic shipments only. 
— Stocks, vis. at 210° Neutrals, vis. at 100°, 
Pp. p. 


Neutral Oile—Conventional 


Bright Stock—Solvent 
——— vis. 0-10 p.p., 
5 


Neutral Oils—Solvent (95 v.i.) 

170-180 vis. (3)16-16 .5(3) 
(3)16 .25-16 .75(3) 
(3)16. 75-17 .25(2) 

Cylinder Stocks 

600 s.r., olive green 


GULF COAST—Solvent Refined Lubes. 


From Mid-Continent grade crude. Prices FOB ship 
at Gulf for export. 


Bright Stock—Vis. at 210° 
—— vis.: 0-10 pour test, 
95 v. 18-19(4) 


Neutral Oile—Vis. at 100°; 95 v.i.; 0-10 p.t. 


14-15(3) 
14.5-15.75(8) 
15-16 .25(38) 
16-17.5 


SOUTH TEXAS LUBES 


(Vis. at 100° F. FOB S. Tex. refineries for do- 
mestic and/or export shipment.) 


12.25(6) 


WESTERN PENNA. 
Oil City: 
12.25(5) Stoddard solvent...... 


Pittsburgh: 


1200 
= OHIO— Quotations of 8.0. Ohio for delivery Ohie 
points: 


V.M.&P. naphtha 18.0 
Mineral spirits & stoddard 

solvent 
Rubber solvent 


Petrolatums 


WESTERN PENNA. 
(Bbis., carloads; tank car, 1 to 1.5c less) 


7 . 125-7 .75 E. TEXAS (Truck trnspt. lots) 
Stoddard solvent.......... 12.25 


CENT. W. TEX. (Truck Trnspt. lots) 
Stoddard solvent.......... 11.5 


KANSAS (For Kans. Dest'n. only) 
Stoddard solvent.......... 12.5 


Naphthas & Solvents 


(FOB Group 3) ATLANTIC coast 


.875(3) 
.875(2) 
New York Harbor. 
Philadelphia...... 


'125-13.375 
. 125-14 .625 


Lacquer diluent. . 
Benzo! diluent 





‘y SCULLY SIGNAL COMPANY dso'S, nee 


Canadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario 








Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


New York Boston 

















WHEN... 


TOUGH .. 
tection really means something to the 
fe) a) a]-4 re ale Md (0 iu 4-20 ee ae | a 
rela a Gall ale mee 


COMPETITION GETS 


. that’s when United's policy of pro- 
when it means 
have built your brand on the 
unsurpassed quality of UNITED’s 100% Pure 
hind 


Pennsylvania Lubricants. Why wait 


out today how UNITED can help YOU 


Write, Wire or Phone for Information. 


UNITED 


UNITED REFINING COMPANY, WARREN, PA. 
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PRICES in effect August 30 at Refineries and Terminals—Cont. 


LPG Prices 


(Of refiners, FOB refineries, in cents per gal. 
tank cars or transport trucks) 


Commercial Industrial 
District Propane Propane 
N. Y. Harbor..... 7.65 7.6 
Philadelphia...... 7.25(8) 7.25(3) 
Gulf Coast....... 2.5-8.6 2.6-38.5 
Wee exscccaasa 7 7 
Wax 
WESTERN PENNA. (T.C. in Bulk) 
White Crude Scale: 
124-126 A.m.p..........+.. (2)5 . 25-65 .65 
SEABOARD 
Melting points are AMP, 3° higher than 
EM Prices are for carload lots. Domestic 
FOB ; scale in bags or bbis; 
refined slabs loose. prices are 
F. scale in bags or bbis., fully refined in 
or 
Crude Scale: N. Y. Domestic N.Y. Export 
124-126 white. ... 7.10(2) (4)6 .6-6.75 
Fully Refined: 
128-6.... 7.95-8 .45 8-8 .25 
126-7.... 8.45(8) (2)8-8 .45 
128-80... 8 .45(3) (2)8-8 .45 
ee (2)8-8 .45 
188-5.... 8.55(3) (2)8-8 55 
185-7.... 8 .05-8 .55(2) 8 .25-8 .55(2) 
188-40... 8 .55(3) 8. 25-8 .55(2) 
148-5.... (2)8.56 8.25-8 .55(2) 
149-51... ae wet” i uieese 


Chicago District Prices 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals 
Motor Gasoline 
12 .625-14.5 
11.625-13 


(8)10.75-11.35 
(3)9.75-10.35 


Heavy Fuel Oils 


No. 5, low sulfur.......... x6. 85-7. 15x 
No. 5, high sulfur........ x(2)6 8-7. 15x 
No. 6, low sulfur.......... x(2)6 05-6. 15(2)x 
No. 6, high sulfur......... x(4)5.8-6.15x 


Mexican Bunker Prices 
U. S. DOLLARS PER ie OF 159 LITERS 


er C Diesel 
oe Bunkers) 
Mexican Gulf 


, ee $1.95 $3.75 
Veracruz..... 1.95 Ress 
Minatitlan....... 1.95 3.75 
Pacific Coast 
Guaymas........ $2.60 $5.65 
Manzanillo....... 2.60 4.75 
Salina Cruz...... 2.60 4.75 
Pacific Coast 
(In Ships’ Diesel Bunker C 

Bunkers, or Fuel Fuel 
Deep Tank Lote) (P.S. 200) (P.S. 400) 
San Pedro, Calif... $4.20(5) $1.80(5) 
San Francisco. ... 4.41(4) 1.85(4) 
Portland, Ore..... 4.62(4) 2.10(4) 
Seattle, Wash..... 4.62(4) 2.10(4) 
62 


Atlantic & Gulf Coasts 


Prices are of refiners, FOB their refineries & tanker 


FOB their terminals. Ships’ bunkers prices are exclusive of lighterag 


terminals and Re tanker termina) operators 



























































92 Oct. 86 Oct. 
Prem. > Kerosine : Gas House 
District Gasoline G No. 1 Fuel No, 2 Fuel Gas Oils 
N. Y. Harbor... 13.95 12.45 (3)9 .95-10.2+(18) 9.2(18) 9.3 
do ‘ 3.85 11.75 (3)9.7-9.957(15)  (18)8.95-9.2 maa 
Albany........ 17.3(3) x14.8(4) 10.4(10) 9.4(11) 9.8 
Baltimore...... 2 x12.8-13 .5x +10.35(10) 9.35(11) 9.45 
Eas. eee +(2)10.1-10.1(4)ttt 9.1(4) Pay 
tid il 10.1 9.1 
Poy re x14 .8-16 .9(2) 13 .6-14.4(3) 10-10.251(15) 9.25(16) 
idm 13 .4-15.45(2) 11.9-12.95(2)x 10.4(5) 9.6(5) 
Corpus Christi 13.5(2) N.Y eRe See ee 
Houston....... 13.25-14.25 12.25(3) 10.125-10.25 9.125-9.25 
ss” srncmed |] clean (2)8 .25-8.5 
Jackson 14. = 14.9(5)x 12.6-13 .4(7)x 11.8(11) 10(8) 
Miami......... x14.9 x13.4 ee “Sf a ae 
Mobile........ x14 6(3) 13.1(3) 11.1(4) 9.9(2) 
New Haven 16 .8(3) 14.3(3) 9.95-10.21(8) 9.2(11) 
New Orleans x15.7 x13.2 10.1(4) 9.1(8) vere 
do OP TM 9.1 8.85 th 
Norfolk........ 13 .8-16 .3x 12.3-13.7x 10.8(7) 9.38(6) 9.7 
Pensacola...... x14.7(2) x13 .2(2) 11.1(2) 9.9(4) cabs 
Philadelphia.... x16.2-16.8x x13 .7-14.3x 10.3(10) 9.3(10) 9.45 
Oe ee : 10.05(7) 9.05(6) obne 
Pt. Evergiades.. x14.9(3) x13.4(5) 11.8(5) 10(8) ey» 
Pp Ti daduds 17(8) 14.5(3) 10.1-10.35+(8) 9 .35(9) abd 
Providence... .. x16 .9(3} x14.4(4) 10-10. 25t(8) 9 .25(9) 9.65 
Savannah...... 14.1-14.9(3)x 12.6-13.4(5)x 11.8(7) 10(6) 
Tampa........ 13 .8-14.8(4)x 12.3-13.3(5)x 11.7(8) 10(4) 
Wilmington, 
N. C.. 13 2-15 .35(2)x 11.7-12 85(2)x 10.4(7) 9.5(6) 9.5 
Oil Light Diesel 
No.5 Shore Plants Ships’ Bunkers Heavy Diesel 
No. 4 Fuel Fuel (50 ct., 55 d.i.) (45ct., 45 d.i.) Ships’ Bunkers 
N. Y. Harbor... (10)t+t$3.16-3.72tt tis. = 9.6(8) $3 .89(4) $3 .64(4) 
do barges. ... ad bE Pt CCM. isbeeks  - ~ eomeee  -- -. coname 
Albany........ eee ol 
Baltimore...... 3. 18) 2.76 9.75(5) 8.95(4) $.70(2) 
do barges. ... 3.1 lee ee PE SELES ae heh ee =) oe 
Baton Rouge... ...... 2.42 9.4 3.74(2) 3.49 
Evasees*" “weteves Tt3.09(5) 9.65(6) 3.91(3) sui 
cuarieston aver a ak 9.6(2) ji izzy. 
waddeee  . seems 9(2) 3.74(6) 3.49(5) 
Seeeeviie.: ceneye 10(6) ee ASP oS Fa ee 
am ha 10.2(2) 4.20(3) Scape 
Oe eee PE Ss 3.99 phate a 
3.30 ca a | la a RE ee 
+ 2.42 9.4(3) 3.74(3) 3.49(2) 
3.20 2.75 al 3.93(3) 3.68(8) 
3.18 2.946) 9.717) 3.9514) 3. 70(4) 
Pt. Evergiades.. ...... Pek 10(3) FC aa 
i akasté ore ees deci Sea ee Se ey 
bn ee +#8.09(3) 9.65(4) 3.91 
Paivss “msesss 2.80 10(5) 4.20(6) 
REDnséscccs” stawan canbe 10(6) 4.20(5) 
bad a aan 
Setclicnsd, - &> aaah 9.6(2) 3.89(3) 
No. 6 Fuel No. 6 Fuel Bunker C 
No. 6 Fuel No Sulfur No. 6 Fuel Max. 1, % uel 
No Sulfur Guarantee Max.'1, % Sulfur Ships’ 
Guarantee Sulfur Barges Bunkers 
mY. Harbor.. Oe. “ebb (2)$2.16-2.2544(13) (2)$2.85-2.43 (2)$2.85-2.40 (2)$2.15-2.25t+(9) 
A ae ee 8  Seakeeas >  .@eeswe qo gseses - § gupees 
Baltimore...... Hy 3506) 2.25(5) 2.43 2.40 2.25(4) 
Baton Rouge .98 1.95 ine 1.95(2 
vdunwed tt2.32(6) tt2.29(5) 2.43 tt2.29(5) 
Charieston..... 2.23 2.20(8) deh 2.20(3 
opus | Christi.. 1.98 1.95 (4)1.95-2.10 
caae ets Oa 1.95(6) 1.95(12) 
+ Re 2.21(6) 2.18(6) 2.18(6) 
Miami 2.18 2.15(8) 2.15(38) 
2.08 2.00 2.00 
tt2.30(8) tt2.27 tt2.27 
1.33) 1.95(2) 1.95(4) 
26(3) 2.28(4) 2.23(5) 
P la 2.38-2.41 ~ Ay 2.80-2.35 
Philadelphia... pe. 15. 25tt (7)2.12-2.22tt 2.20(4) 2.17(8) (6)2 1202 22tt 
Pt. Everglades. -18(2) 2.15(2) nari sa0e 2.15(3) 
Portland....... +2 .32(2) +t2.29 adie “wae tt2.29 
Providence... .. tt2.29(5) tt2 .26(4) 2.44-2.54 2.41 tt2.26(3) 
Savannah...... 2.23(5) 2.20(4) 2.20(5) 
Tampa........ 2.15(4) 2.138(4) 2.18(5) 


ote—At Atlantic Coast points from yr’ south and at Tampa, prices of some sellers for 
prices shown above. tPrice subject 


N 
distillate fuels to bulk commerci 
to 0.25¢ gal. “volunta: 
tttPrice subject to 0.1¢ eal “voluntary allowance. 


consumers at 0. 


15¢ higher than 


reial 
ry allowance.” ttPrice subject to 10¢ bbl. eebantesy al 


lowance.” 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to 
other refiners, expert agents, or tanker terminal operators. The figure in parentheses after each 
price indicates the number of companies quoting that price. 


Aviation Gasoline (MIL-F-5572) Kerosine & Light Fuels 


19. 75(2) 

18 .25(2) pty 
17.25(2) 8 .25(3)-8.5(4)-8,75(2) 
9.25-9.75 

43-47 Diesel Index....... 
48-52 Diesel Index 

53-57 Diesel Index 


as -8.25(8)-8.5 
. 8.375(8)-8 .625(2) 
-8.5(3)-8.75 


95 Oct. 
apeytnpeg 9 Te: 25-13 .75 
6(2)-11.75-12-12. Ty 


0. 25(2) Heavy Fuel—Cargoes 
9 .875( 0. eT 10 
‘ia 2 zs. . No. 5 Fuel, 0-10 p.t. 


(2)-9 875-10 $2. 60(2) 
Bunker “C” Fuel..... 


9.5-9 75(2) . -$1.85(7)-1, 90-1 .95-2.00 


hilailain Gasoline Prices 


(Prices are for tank cars, pare @ or truck transport lots; aviation gasolines meet specification 
MIL-F-5572, unless otherwise noted.) 


District 


Grade 100/130 Grade 91/96 Grade 80 


N ’ 
ci an aesn ceceeasennews se 
New Orleans, 

Houston, 

Toledo, Ohio. 


11.85 1.7 
11.75-12. b+ 10.85 
(2)11.75-11.9(2) 11.45(2) 
(2)10.75-10.9(2) 10 .45(2) 
7.6(3) 7(8) 
6 .85(8) 6.5(3) 
(a) Delivered Cleveland. 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargolot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and company’s requirements ; 
2c per bbl. differential per degree of gravity applies for gravities below and above those shown, 
except for Lagunillas Heavy for which price shown applies regardless of gravity. Price applicable 
for each cargo is that in effect at time vessel tenders for loading. For purchases made in fields, 
prices shown are basis for such purchases with deductions being made for terminaling and pipe 
line services in accordance with published tariffs. Purchases by Creole not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less lc per bbl. 
Crude Gravity API Price (Bbl.) FOB Effective Date 


Bachaquero 8 $1. Las Piedras or Amuay 


Tia Juana Heavy Ames ney 
nillas Heavy iedras or Amuay 
pbs 


Tia Juana Medium 
Amuay 


Amuay 
Las 


Temblador 
Pedernales 


Middle East Crude Prices 


(Prices are per bbl. of 42 U. S. gals., exlusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 

Persian Gulf 
Crude Company Gravity Price 
Arabian Esso Export 36-86 
Arabian M. E. Crude Sales 
Arabian Soc.-Vac. Overseas Supply 
Basrah Esso Export 
Iraq Anglo-Iranian 
Iraq Shell Petroleum 
Iraq ~~ -Vac. Overseas Supply 
Kuwait Anaiesvenien 
Kuwait f Exploration 
Qatar ype wom 
Qatar Esso Export 
Qatar Shell Petroleum 
Qatar Soc.-Vac. Overseas Supply 


wewwovooovwwvws 
+ PO DODO NO NO co CO PO TORN PD 


pito 
Capure (Pedernales) 


Loading Port 

Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 
Fao, Iraq 

Fao, Iraq 7-16-53 
Fao, Iraq 7-20-53 
Fao, Iraq 7-24-53 
Mina-al-Ahmadi, Kuwait 7-16-53 
Mina-al-Ahmadi,{ Kuwait 7-16-53 
Umm Said, Qatar 7-16-53 
Umm Said, Qatar 7-17-53 
Umm Said, Qatar 7-20-53 
Umm Said, Qatar 


Effective Date 
1-27-53 
7-21-53 
7-24-53 
7-27-53 


ow 
Pe ee 


wowwwowoowvovovwe 
i) 


Eastern Mediterranean 
Arabian Esso Export 86-36.9 2.39 Sidon, Lebanon 
Arabian M. E. Crude Sales 34-34.9 2.35 
Arabian Soc.-Vac. Overseas Supr'y 86.9 2.39 
Iraq Anglo-Iranian 36-36.9 2.39 
Iraq Esso Export 
Iraq Shell Petroleum 
Iraq Soc.-Vac. Overseas Supply 


Tripoli, Lebanon /Banias, Syria 
Tripoli, Lebanon /Banias, Syria 
Tripoli, Lebanon /Banias, Syria 
Tripoli, Lebanon /Banias, Syria 


Far East Crude Prices 


Prices are in U. S. dollars per bbl. of 42 U. Ly gals., ex local port or other government charges, 
for crude within gravity range stated, loaded in full cargo lots, FOB port indicated. 

Crude Company Gravity -] Price FOB 

Seria Light Sarawak Oilfields Ltd. 37-38 $2.60 Lutong, Sarawak 


Effective Date 
4- 1-54 
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Paragon 


30 E. 40 St., N.Y.C. EV 8-4100 








Solvents 


) ureponan HIGH QUALITY 
) DEPENDABLE SUPPLY 


a ae 








HARTOL 


PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
FIFTH AVENUE. NEW YORK 20 NY 














WANTED: 


Copies of the OIL PRICE HAND- 
BOOK in good condition for the 
years 1929, 1937, 1938 and 1939. 


lf any reader has these issues 
and would be willing to sell them, 
he should write to: 


Reader Service Dept. OPH 
National Petroleum News 
330 W. 42nd Street 
New York 36, N.Y. 











PRICES in effect August 30-—Tank Wagon 


Prices for gasoline do not include taxes; they do, however, include 
inspection fees as shown in next column, Gasoline taxes, shown in separate 
column, include 2¢ federal and state taxes; also city and county taxes 
as indicated in footnotes. Kerosine tank wagon prices also do not include 
taxes; kerosine taxes where levied are indicated in footnotes. Discounts, 
if any, are shown in footnotes. These prices in effect August 30, 1954, 


Inspection fees per gal., included in —_ gasoline and kerosine prices 
unless otherwise specified, are as follow 

Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Til. Ao ag! js. 2/25¢; 
Kans. 1/100c; La. 1/3265 Minn. 5/200¢; Mo. 1/25e; Neb. (use Nev. 
1/20c; N. C. 1/4c D. 1/20c; Okla. 2/25¢; s. C ” 1/8c; <'D . 1/40c; 
Tenn. 2/5c; and wie 3 0c. 





as posted by principal marketing companies at their headquarters’ offices, 


but subject to later correction. 
coast 


Atlantic Gasoline Kero. & 
Refining {Regular Grade) No.1 


Cons. Dir. Fuel 


T.W. T.W. Taxes T.W. 
Allentown, 
, 


a4 


4.5 
-05 
-05 
-05 
5 


9 
-05 
5 


rg. 
Philadelphia. 
Pittsburgh. . 
Reading 
Wilkes RE 
Williamsport 
Wilmington, 


Springfield. . 
Prov., R. I 
Camden, N.J. 


po N.Y. 
Binghamton 
Buffalo. . . 
Elmira...... 
Rochester. . . 
Syracuse 
Watertown. . 
Baltimore, 


Richmond, 
Cheristie, 
N.C.. 
Jacksonville, 
Fila... 
Miami 


HORA HAIIONS Ae © ARBRIWAADX< 


20 I 


a © © 


15. 

15. 

Mineral Spirits 
TW. 
Philadelphia, Pa. 18.5 
Pittsburgh 22.0 


ory 
On = ®@ ® ANAMAIMOANCAD Se WA NONDOA 

a2 &— © &® NKANNAMOCNNSAD Be WA AOAXKD OSAMA 
CO © OB © F2AVMAO*O2aean am A ABWAWAAIAAIA 
co © © & SeoseesceseosSs so S SeeoooSeoosco 


Heavy Fuel Oils—T.W. 


No. 5 No. 6 
Philadelphia, Pa. 8.10 6.12 


Notes: 


Premium-grade gasoline t.w. prices 2.5c 
above regular, except Georgia and Florida 2c. 

Kerosine—Thru Pa. & Del., add 1c per gal. 
for t.w. deliveries of less than 100 gals. at one 
time. Camden—aAdd lc for deliveries of 100-299 
gals., 2c for less than 100 gals. 

Mineral Spirits prices also apply to Stoddard 
Solvent. 

x Uffective Aug. 19 


Cont’] (N. B. Prices are Continental's 
tank-wagon prices. Current selling 
Oil prices may vary from those shown 
because of local conditions). 
Conoco Demand 
Netane (3rd Gaso- Kero- 
(regular) Grade) line sine 
J Taxes T.W. 
Denver, Col. 8. 
Grand June. 
eblo. 
Casper, Wyo. 
Cheyenne 


a Falls... 


Hel 

Salt ee U.. 
Twio Falls, Ida. 
Albuquer., N. M. 
Roswell ‘ 
Santa Fe... 
Muskogee, Okla. 
Oklahoma C ~~ 
Tulsa 


15. 
14. 
14. 
13. 
13 


CHOOOCRORHRONSCOARNWH & 
00 00 00 %© 00 G0 G0 ~3 00 G0 G0 G0 G0 Ge G0 Go 
NANNONNOSOCSSOSSSSSS 
AH CNM ONMOHDDDOWNORD 


Taxes: 


Gasoline tax column includes these city tax- 

es: Albuquerque & Roswell, 0.5c; Santa Fe, 
c; Cheyenne, 1c; Casper, Ic. 
Discounts : 

Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals.; 200-399 gals., deduct 0.5c; 400 gals. 
and over, deduct Ic. 

Notes: 

T. W. prices are to consumers and dealers. 

Premium-grade gasoline t.w. prices 2.3¢ 
above regular. 


64 


Standard of , CHEVRON 
Calif ia — Avy. et Gaso- 


line 
San Fran., Cal... 


als. Taxes 


Honolulu, T. a. 
Fairbanks, Alaska 
Juneau. . 


oo 

Svarersrsreses 
0 OF 93 WO CO et OO et et OO MID 
> & 0-200 OO OI HOO 
coucscocouaunoncoooso 


Standard Standard 
Diesel Standard Stove 
Kerosine Fuel Furnace Oil 
T. T.T. ONT.T. T.T. 
(400 gals. &over) (ex all taxes) 
14.2 
13.7 
15.0 
17.6 


San Fran. 
Los Angeles 
—.- 


Reno 
Portland. aang 
Seattle od 
kane..... 
acoma 
Boise....... 
Salt Lake... 
Honolulu. . 
Fairbanks... . 
Juneau... 


20 “309 S Aa OO 
CON BO G2 = 00 CO ON ODO Aa 


Taxes: 


Boise—8e gas tax applies to motor fuel only ; 
avgas taxes are 2c federal, 2.5c state. 

Salt Lake—Tc gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c state. 

Honolulu—8.5¢ gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 3.5c terri- 
torial. Standard Diesel/furnace oil price is ex 
le territorial liquid fuels tax. All T.T. prices 
are ex Hawaiian gross income tax of 1% to 
resellers, 2.5% to consumers. 


Notes: 


Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5c differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 5.0c gal.; except at Honololu add 5.0c for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.2c gal. higher, except at Boise ,and Salt 
Lake, which are 2.0c gal. higher—than Chev- 
ron (Regular) for quantity delivered. For less 
than 40 gal. deliveries, add 5.0c gal. to 400- 
gals.-and-over price, except at Honolulu, add 
5.0c gal for less than 40 gals. (Marine) and 
less than 100 gals. Shoreside). Add to Chev- 
ron Aviation 80/87 quantity delivered prices, 
2.0c for 91/98, 5.0c for 100/130 and 8.0c for 
115/145. 

Kerosine—T.T. prices except at Salt Lake 
City, apply to deliveries of 400 gals. & over. 
For other deliveries: less than 40 gals., add 
8c; 200-399 gals., add 1c; 40-199 gals., add 4c; 
tank car/truck trailer ; deduct 1.5c. Salt Lake 
City posted tank truck price is for minimum 
40 gal. deliveries. 

Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; ee gals., add 0.5c; less 
than 40 gals., add 5 

* Standard No. 2 Susner Oil. 

Humble 


Humble Gasoline Gaso- Kerosine 
Oil Regular line Tank Re- 
T.W. Retail Taxes Wagon tail 
Dallas, Tex... 14.8 20.1 , 17.5 
Ft. Worth.... 14.8 20.1 6. ; 17.5 
14.7 20.0 6. é 17.5 
San Antenio.. 15.0 20.3 6 17.5 


Notes: 


T.W. prices are to all classes of dealers and 
consumers. 

Premium-grade gasoline t.w. prices 2c above 
regular. 


/10 
Kerosine inspection Aha only; Ala. 1/2c; Iowa 1/50c; Mich. 1/5c. 


Esso Gasoline 
(Regular Grade) 
Gasoline 
tons. Dir. 
Z.W. FW 


Atlantic breaprte N.J... 15 
Newar 15 


Esso 
Standard 


: 
a 


Richmond 
Roanoke. 
Charleston, W. Va.. 
Fairmont. 


Wheeling 
a a N.C... 


1 MOR WMOSCwWOOMMOM: w A 


ry. 
Charleston, &.C.. 
Columbia. . . 
Spartanburg baal 
New Orleans, La... . 
Baton Rouge 
Alexandria......... 
Lake Charles 
Shreveport. . 
New Iberia......... 
Knoxville, Tenn... .. 
Memphis... . 
Chattanooga..... 
Nashville. wien 
Little Rock, Ark..... 


Naphthas T.W. & Steel Bbls. 
Newark, N. J. Min. Spirits V.M. & P. 
3600 ‘ 19.5 
Steel bbls. y 25.5 
Baltimore, Md. 
3,600 gals. & over. 
Steel bbls 
Washington, D. C. 
3,600 gals. & over 


FUEL OILS—T.W. 
No.1 No.2 No. 4 
Atlantic City, N.J.. 13.7 12.7 
ewark.. 13.7 12 
Baltimore, Md... . 
Washington, D 


DARA & 
HOC AON WAH WOVSHNMAANNWAIOSCOWONOMAHOMNOHARAD * 
MOCAION WAH DORADO AANMWAOOCHONNHOMOAHRAD 
DOOOGOGOOOOGOOOOO OOOO OAI-1-1-1 WO WW WAR 
NOSSSSOSSSSSOSSOSOSS OSS SOS SSOSOOOOSO B 


DeooHRowMon: - 


No. 6 
$3.684 $2.836 
4.05 $2.75 


ry. 
Charleston, 8. C.. 
Columbia. ........ 
Spartanburg....... 
Taxes: Louisiana kerosine petecs ‘do net in- 
clude lc state tax. 

Notes: Kerosine No. 1—Atlantic City prices 
are for deliveries of 300 gals. or more; add lc 
for 100-299 gals., 2c for less than 100 gals. 

o. 6—Washington price is for min. Seavey 
of 1, "050 gals.; for min. delivery of 2,500 ga 
price is $2.83 per bbl. 

Premium-grade gasoline t.w. prices 2.5c 
above regular. 


~ 
WWANCOH WA DONOR wo 


(Prices are per imperial gal.; to 

Imperial arrive at price per 
oil subtract 1/6th.) 

(Esso Gasoline 

Regular Grade) Kero- 

Dealer Gasoline sine 

T.W. T.W. 
St. John’s, Nfid........ *74.7 
Halifax, N.S. 21 
St. John, N.B.. 
Charlottetown, P. EL 
Montreal, Que... oseads 
Toronto, Ont.. ~~ 
Hamilton, Ont.. 


a pwadobwwitelele 


Edmonton, Alta... . 
Vancouver, B. C 
Taxes: Gasoline taxes are provincial taxes. 
Notes: Premium-grade gasoline t.w. prices 2.5¢ 
above regular. 

* Price is for Premium-grade. 


© 
eoocooooooooSooo 
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“powerful profit producer” 


say Skelly dealers about: 


Dynamic combination for a car — the new Skelly Supreme Gasoline — the guar- 
anteed new gasoline for modern motors—and Skelly Supreme Motor Oil— the 
5-years-ahead motor oil that others are just now copying! 


Dynamic combination for sales— this new Skelly promotion combining two 
unequalled products, merchandising and advertising them widely all over Skelly- 
land, sending hundreds of new customers in to Skelly stations. 


Thousands of Skelly dealers are happy. Why not find out how the Skelly 
Franchise can help your business? 


SKELLY TELLS ‘EM! 


e On Network Radio 

e In Leading Farm Papers 

e On Big-impact TV 

e In Big-Space Newspaper Ads 


DEALER SELLS ‘EM! 
the franchise with a future 


SKELLY OIL COMPANY + Marketing Headquarters: Kansas 
City, Missouri + Division Offices: Kansas City « Chicago « St. 
Paul + Omaha « Cedar Rapids+ Tulsa « Wichita - Denver « Dallas 
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Socony Vacuum 


Mobilgas Aircraft 
Grade Grade Grade Mobilgas (Regular Grade) 
Gasoline 80 91 100 — Cons. r. Cons. Dir. 
tee TY. T.5. Ge. TH. TS Te. CH 


Mobilfuel 
Mobil Kerosine Diesel 


T.C. Yard T.W. T.C. T.W. 


Mobilheat 
(No. 2 Fuel) 
T.Cc. Yard T 


New York City: 
anb.... 


Bronx.. 
Kings 
Queens 
Richmond 
Albany, N. Y. 
Binghamton 
Buffalo. . 
Jamestown 
Mt. Vernon 
Plattsburg 
Rochester 


Syracuse . 
Bridgeport, Conn.. . 
Danbury. 
Hartford. 

New Haven 
Bangor, Me... 
Portland... . 
Boston, Mass... .. 
Concord, N. H. 
Lancaster 
Manchester 
Portsmouth : 
Providence, R. I... . 
Burlington, Vt..... 
Rutland... . 


24.3 
24.1 


: ta co) me: ono mE 


. ll ello — ° 
+ SSOSSO. COSS: KOoLVLeSe 
* DOONA. PEN THORN w 


a 
vt ot eb tng none Mt a ag” a 
* Ba MK RAMRAROCAG &cr- 


Ao 


15.2 
14.4 
15.9 


AABAVBAIAIAIWOMARAAMAAAAAARAAAMAADH 
SooooooosoSoSCSooSoSoSSoSSSSoOSS 
DDR NM WOM VOM OH bo 09 on mW WO ON Co Oo 00 0 0 G0 0 
DO mt TH WM ~IWO MH obo ove on m W WO Or Oo 00 Oo 00 0 00 OC 
POWNOHNWOCM mR: AABDONIMNNOURE ERE 
SCAOWARBDOANARS: AWE AH SHE RHOOHOS 


Tank Wagon Prices Buffalo 


Mineral Spirits 19.5 18.0 20.5 22.0 19.0 
V. M. & 21.5 19.5 22.5 23.5 20.5 


Taxes: N.Y.C. prices are ex 3%, city sales tax. Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax). 
Discounts: Mobile Kerosine—New York City (all borou ) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gals or more. 
Mobiifuel Diesel—All points, tank wagon less 0.5c for deliveries of 800 gals. or more. 
Mobilheat—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gal. or more, 
Notes: Jamestown T. C. prices are delivered prices, all other T.C. prices are FOB bulk terminals, 
*Subject to 0.25¢ temporary discount. 


N. Y. City Rochester Boston Providence 


19.5 
21.5 


Syracuse 


Ohio Standard 


Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular Grade) Naphtha & Solvents—Cons. T.W. 
Sohio Con- Re- S.R. D.C. V.M.&P. 
Avia. sumer sell- Naph- Naph- 
100 T.W. tha 


eg 
Fy 


Gasoline Avia. 


No. 2 
Taxes 


Sehio- Sohio- 
Heat 


Kerosine No.1 
tha T.W. 


Akron 
Canton 
Cincinnati. . 
Cleveland....... 
Columbus. . . 
Dayton 
Se 
Mansfield... . . 
Marion 
Portsmouth 
oledo. . : 
Youngstown 
Zanesville sd 


Taxes: Hangar operators can purchase aviation gasoline less 4c gal. State Road Tax by supporting purchase with State Tax Exemption Form A-10 to supplier. 
Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more, 50 to 99 gals. add 1c per gal., 1-49 gals. add 2c per gal. 

Naphthas & Solvents—T.W. and drum prices are for deliveries of 500 gals. or more. For other deliveries: 150-499 gals. add 2c; less than 150 gals., add 5c. 


Premium-grade gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted; s.s. prices are at company operated stations. 
*Subject to 0.5¢ “temporary Allowance”. 


4 
i] 


SUBBEEEEEEEE 
eccoooooooooooo 
SEUBESERESEE 
ecoscoocoooooscosoo 


23 
23. 23 


AIAIAIIIAIIIN 
coooooossooos 
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wyevereveverevetetat tot 
RAARAAARAAAARe 
Cowwewwwoosooes: 
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cooocooooooosoo 
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Indiana Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of In- 
diana bulk plants where the company’s prices are publicly posted. 

ed Crown St lex Furnace Oil————— 

(Reg. Grade) Gaso- Kero- 100 100- 100- 175- 350 850 

Dir. lime sine 1-99 gals. 175 349 849 gals. gals. 

gals. & over gals. gals. gals. & over & over 





Kentucky 
Standard 


Chicago, Il.... 
South Bend, Ind. 
Detroit, Mich.. 
Mpls.-St. Paul 
Des Moines, Ia 


7.0 


13.3* 12.8* 


14.0* 


Covington, Ky...... 
Lexington........ 
Louisville 
Ue ae 
Jackson, Miss.... . 
Vicksburg... . ; 
Birmingham, Ala... . 
Mobile. . . . 
Montgomery....... 
Atlanta, Ga......... 
Augusta....... 
Macon. 


Huron, S. D... at 
Milwaukee, Wisc... . 


oh ~aen bom 2 Se0 | 
wmivooawwn 
AAIIWDARAIIRAH 
cocoooooouse 
onacacew-acmes 
> Smnan-a- wo: 


15 14.5 


os 


Fuel Oilse—T.W.—Chicago, I. 


St dard St 1 


Fire-Chief Gasoline 

d —- — +<~¥ 

: Jealer Gasoline aler 

tom Heater Oil Furnace Oil Co. Tw Tac TW. 
100-149 gals... >.) || aay Dallas, Tex... ... 6 
100-149 gals... _* Seats 
150 gals. & over. . Wichita Falls....... 
100-399 gals... — 
400 gals. & over 





COCCHBHDS- CLOLOHOS 


COM RAW AODROMONO: 
cocoooeoosooosso 
MNAARAAWAWAOAMHSMWON - 


13.8 


Stanolex Stanolex 
Fuel A Fuel C 


1-749 gals. acne 9.15 8.0 
750 gals. & over 8.4 7.25 


Taxes: St. Louis, Mo., gasoline tax includes 1c 


Gasoline tax column includes these city & 
county taxes: Mobile, 8c city; Birmingham, Ic 
county; Montgomery, le city & lc county; 
Pensacola, lc city. Other taxes not included in 
prices: Georgia, kerosine, 1c; Montgomery, 


San Antonio... kerosine, 1c; Mississippi, kerosine 0.5c. 


Port Arthur 


Noncwowooconn ? 
AAARAAAARAH 

eccoocoscosooo 
©0 0 G0 G9 9 09 60 69 60 CO Co Go 


city tax. Des Moines, Ia., kerosine and furnace 
oil prices do not include 6c state tax. State 
sales, occupation, consumer & use taxes to be 
added, where applicable. 

***Temporary” price. 
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Notes: Dealer t.w. prices apply also to all 
classes of consumers with minimum delivery 
of 50 gals. 

Premium-grade gasoline t.w. prices 2c above 
regular. 


Notes: 

Premium-grade gasoline t.w. prices 2c above 
regular. 

Cons. t.w. prices same as net dealer prices. 

x Effective Aug. 25. 
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FUELS 


Standard Reaffirms 
Additives Beliefs 


Further research into tricresyl phos- 
phate gasoline additives, has not caused 
the Standard Oil Development Co. to 
change its views about the substances. 

At the Society of Automotive Engi- 
neers meeting in Detroit last January, 
S.0.D. announced that as far as it was 
concerned, the disadvantages of tri- 
cresyl phosphate additive in gasoline 
outweighed its advantages. Dr. Charles 
Fleming, head of S.O.D.’s research 
division said in a company publication 
that further experiments have not 
caused researchers to change their 
position on the subject. 

Fleming said he was “satisfied Total 
Power Esso Extra and Uniflo Motor 
Oil still add up to the best answer to 
carbon deposits in automotive combus- 
tion chambers.” The company has con- 
ducted a series of tests in hundreds of 
late model automobile engines with the 
tricresyl phosphate additives and with 
Total Power Esso Extra gasoline and 
has covered at least 400,000 miles of 
driving in Texas and New Jersey. 

Denying that any hesitation on 
Esso’s part in using phosphorous addi- 
tives was based on infraction of patent 
rights or “sour grapes,” Fleming said, 
“There is no patent situation in the 
United States which prevents compa- 
nies from using phosphorous com- 
pounds in gasoline. And in foreign 
countries including France, England, 
and Canada, Standard of New Jersey 
some time ago patented the use of 
tricresyl phosphate in gasoline. 

“But affiliates there still do not 
market fuels containing tricresyl phos- 
phate. In short there’s no reason why 
phosphorous compounds can’t be used 
—and good reason why they shouldn’t 
be.” 


LP-Gas at Stations Aims 


At Faster Fuel Switch 


Phillips Petroleum Corp. expects its 
installation of liquefied petroleum gas 
dispensing facilities in its service sta- 
tions to hasten conversion to the fuel 
by truck, bus and taxi operators. 

Phillips, which has installed Philgas 
tanks and pumps in more than 30 serv- 
ice stations in its Midwest marketing 
area, pointed out that nearly 500 mil- 
lion gal. of LP-gas were consumed as 
motor fuel last year. 

Although the company has more 
than 450 LP-gas dispensing facilities 
in 27 states, few in the past have of- 
fered the service and TBA advantages 
of a station. 
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This index is published as a convience to the 
readers. Every care is taken to make it accurate, 
but NATIONAL PETROLEUM NEWS as- 


sumes no responsibility for errors or omissions 
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CLASSIFIED 


UNDISPLAYED RATE 


$1.50 a line. Minimum 3 lines. Box numbers 
count one additional line. 


POSITION WANTED. Undisployed rate is one 
half of above rate, payable in advance. 


DISPLAYED RATE 
The advertising rate is $14.50 per inch for ol! 
advertising appearing on other than a con- 
tract basis. Contract rates quoted on request. 


NATIONAL PETROLEUM NEWS, 
Classified Advertising Division 
330 W. 42nd St., N. Y. 36, N. Y. 





Rart, IRS (Box No.): Address to office anqrelt you 
7 YORK: 330 W. 42nd St. (36) 
"CHICAGO: 520 N. Michigan Ave. (14) 
N FRANCISCO: 68 Post St. ( 


1 EQUIPMENT -ased-surplus | 


For Sale 
rend Sale: 1946 Chev. Truck and 738 Gal. five 
Cones. Tank. pore. *. Good condition, septacins 

Dulin, Jr., Culpepe 


| BUSINESS OPPORTUNITIES 


for sale in New Jersey seven 
pac tage gallons gas sold per year large portion 
controlled gallonage hol major oil company 
franchise five milllion gallons number 2 fuel oil 
sold at retail approximately fifty service stations 
selling out to go in other business financing can 
be arranged. No brokers. Write to BO-3764, Na 
tional Petroleum News. 





























For sale gasoline and oil including 
bulk plant and new modern service station. Doing 
330,000 gallons. Have other business. Ohio. BO- 
3763, National Petroleum News. 





PRIVATE BID SALE TO SETTLE — 


Real om and Equipment of the 4 Te 1 Co. 
U. 8S. {112 at Coldwater, Mich. SUPER TRUCK 
SERVICE and all one PLANT. Land: 

and 228° ESTAURANT, OFFICE, 
io P Sen tor oe ro bina oe 
P gal ore ie. For ion write 
G. H. Donner, or Chicago Coldwater, 








1140 Gallon. 
Power Take-Off, pump, meter, and reel mounted 
on 1951 F-64 Chassis Low Mileage 


Price. .. . . .$2750.00 


5 Compartment Truck Tank with 


1200 Gallon, 3 Compartment, Manifold, Power 
Take-Off, pump, meter and hose reel mounted on 
1949 KB-6 Inetrnational Used on city delivery 
only 


5350 Gallon, 
1951 Trailmob 
International Trailer 


3 Compartment, 3” lines, 2 
mobile Tractor, mounted on 1951 L mre 
Low Milage 


TULLER CORPORATION 
947 W. Goodale Bivd. Columbus 8, Ohio 
Telephone CA 4-3600 











5—4000 gallon, Browns, 1949, 4 compt. two—2', 
Meters, air brakes, 3” thrucut. re: § 
Meters, air brakes, 3” ye Perfect. 


2—4700 gallon, Frewhauf, compt. moter, 
air, bucket box, full side 1% § ertect. $2950. 00. 
Buy from BRUCE E. HACKETT CO. 
621 West 58 St.. Kansas City, Me. 
Phone Hiland 1385 
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. C0 bath rveadews and advertisers 


Such an indication of major changes in National Petroleum 
News’ publication policy is news ... news about the oil industry 
as well as about NPN. It signals a growth in importance of oil 
marketing operations of such scope that a new kind of publi- 


cation service is required. 


For 45 years National Petroleum News has both led and 
followed the oil industry. In November it does so again. 
NPN’s decision to expand and intensify its service to 
the nation’s oil marketing management men at this time 
was reached after extensive and conclusive research 
among its readers and careful study of their changed 
editorial needs and preferences. 


The new NPN will be edited to serve those needs in 
today’s expanded, changing oil industry. 


The new National Petroleum News will be an idea 
and know-how publication to help oil marketers run 
their businesses and handle their jobs more effectively. 
It will serve its readers and its industry by concentrat- 
ing on these major subjects. 


1.) Ways to increase sales of oil products and the 
profits on those sales by more efficient merchandising 
and better methods of transportation and storage. 


2.) Ways to increase profits on associated products 
and services sold through oil marketing companies. 


3.) Better management methods, as applicable to 
the oil marketing industry. 


4.) Significant developments in technology, general 


business, governmental activities and other “outside” 
influences that affect oil marketing. 


National 


The new NPN will provide terse and interpreted in- 
dustry news, packaged in the forms found most useful 
and valuable to today’s oil marketing management men, 


Editorial planning will center on getting the real 
meaning, the gist of the news and its significance across 
to the readers quickly and effectively. To that end, new 
presentation techniques will be employed, top impor- 
tance being accorded to editorial features based on 
thorough depth reporting of oil marketing subjects. The 
new NPN undertakes this expanded editorial service 
in November with the largest staff in its history. 


In brief, the new National Petroleum News will be for 
both readers and advertisers a better NPN. 


It will provide oil marketers with the kind of publi- 
cation service they want and need today. 


For advertisers selling to and through oil marketers, 
the new NPN opens new opportunities to profit by NPN 
advertising. The new monthly publication schedule, for 
example, makes it economically feasible for every ad- 
vertiser to be represented in every issue of NPN with 
stronger selling space. 


Details of the many advantages for advertisers offered 
by the new NPN are available from NPN’s advertising 
representatives or the publisher. The November issue ad 
forms close October 1. 


WOW 





Petroleum 


A McGRAW-HILL 
PUBLICATION 





News 


330 WEST 42ND STREET, NEW YORK 36, NEW YORK 
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Wait’ll you see what Sinclair's got cooking! 


We can’t breathe a word of it now—but you'll see in September why 


Sinclair Dealers are the luckiest Dealers to ever pump a premium gasoline. 


Sinclair’s been making big news since the introduction of POWER-x— 

big news that really boomed business for Sinclair Dealers. Now Sinclair is 
readying bigger news— about a new Sinclair POWER-X gasoline. And 
Sinclair is pulling the stops on another of its powerful advertising campaigns 
— hundreds of newspapers — Radio-TV—eye-compelling dealer aids. 


Every Sinclair Dealer will cash in on all this promotion —for it’s designed 
to bring more customers to every Sinclair Dealer station. Why don’t you 
reap the benefit— and share the profits? See your Sinclair Representative or 
write Sinclair Refining Company, 600 Fifth Avenue, New York 20, N. Y. 


SINCLAIR 


Ask about the Sinclair TBA Franchise featuring Goodyear — the greatest name in rubber. 
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ABOUT OIL PEOPLE 


? _ ee a ; sy 
.§ # 
(Standing) Westbrook 


Elmborg Fellingham 
Juett Clerkin Evans Ray Talbott Dow 


Eustice Fitzgerald 


Rosenstahl 


“CONTACT MEN?” for Oil Progress Week (Oct. 10-16) met Aug. 12 in Wichita to make preliminary plans for the event in 
Kansas. The contact men plan was used last year by the Kansas-Oklahoma district for the first time anywhere in the nation 
Fred Fellingham, Stanolind Oil and Gas Co., Oklahoma City, is district vice chairman in charge of Oil Progress Week. C. A. 
Elmborg, K-T Oil Corp., El Dorado, Kan., is state co-chairman for central-western Kansas. Other contact men are J. M. Juett 
Sinclair Refining, Wichita; V. M. Clerkin, Standard Oil (Ind.), Neodesha, area OIIC chairman; E. E. Evans, Standard Oil 
(Ind.), Wichita, state vice chairman for press, radio and television; W. J. Ray, Standard Oil (Ind.), Wichita; M. E. Larabee, 
Skelly Oil Co., Chanute; M. E. Talbott, Continental Oil Co., Wichita; W. E. Dow, K-T Oil Corp., Garden City; Vernon 
Rosenstahl, Stanolind Oil and Gas Co., Oklahoma City; R. T. Cox, Service Pipe Line Co., Humboldt; S. S. S. Westbrook 
Halliburton Oil Well Cementing Co., Wichita; Fred Dole, Derby Oil Co., Wichita; Robert Eustice, El Dorado Refining, E) 


Larabee 


Dorado, and P. E. Fitzgerald, Dowell, Inc., Tulsa 


R. L. Kraft, manager of Arkansas 
Petroleum, Inc., jobber in DeWitt, 
Ark., says that firm is painting equip- 
ment and purchasing new trucks in a 
small-scale improvement program. In 
the long-range category, he says, the 
company plans to improve service. 
One of Arkansas Petroleum’s truck 
drivers was elected commander of an 
American Legion post. 

. 

Edward A. Gillard, owner of Gil- 
lard Oil Co., jobber in Girard, Kan., 
reports that his company has painted 
all its gasoline pumps in an attempt 
to “spruce up” appearance. 

* 

C. F. Bowman, a jobber in Berwick, 
La., says his firm is remodeling a 
service station location and is building 
a new service station in order to ex- 
pand business. In the future, he says, 
the company plans to add two more 
stations. 

a 

Fran Goetz, Sunset Oil Co., Los 
Angeles, formerly a marketing execu- 
tive with Craig Oil Co., and presently 
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assistant sales manager in charge of 
premium service stations for Sunset, 
will become Sunset’s advertising and 
public relations manager Sept. 1. 
a 
Fred H. Bill- 
ups, formerly 
president of Esso 
Standard, S.A., in 
Havana, Cuba, is 
the new president 
and chief execu- 
tive officer of 
Tropical Gas Co., 
a new organiza- 
tion formed to 
distribute _lique- 
fied petroleum gas 
in the Caribbean and Central American 
area. Tropical serves about 15,000 
propane customers in Bermuda, Puerto 
Rico, Haiti, Dominican Republic, Ja- 
maica and Central America. With 
headquarters in Miami, Billups will 
direct development and expansion of 
Tropical’s operations. Replacing him 
in the Esso Standard post is L. J. 
Brewer, who will assume the pres- 


F. H. Billups 


PETROLEUM NEWS 


idency of Esso Standard, S.A. on Oct 
1, the effective date of Billups’ resig- 
nation. Brewer was head of Esso 
Standard Oil (Cuba) when that com- 
pany was merged into Esso Standard, 
S.A. He was elected a director of Esso 
Standard, S.A., shortly after the mer- 
ger. 
om 

H. P. Blackeby, chairman of the 
board of Esso Standard, S.A., will re- 
linquish that position in January, and 
is planning to retire later in 1955 
A. C. Fischofer, a member of the 
board and general sales manager, will 
become executive vice president Jan. 1, 
and will assume some of the duties to 
be relinquished by Blackeby, who has 
been with Esso for 33 years. Fisch- 
ofer entered the Esso sales organiza- 
tion in 1924 and later joined Jersey 
Standard, with which he has held va- 
rious executive marketing positions in 
international operations. 

* 

Eugene E. duPont has resigned 
from the board of directors of Phillips 
Petroleum Co., after 35 years as a 
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Scott Schwindeman 


Meeder 


Lloyd Hollingsworth 


MAKING PLANS for Oil Progress Week in eastern New York state, are eastern 
region members of the New York State Oil Industry Committee, which met Aug. 18 in 


Albany. 


Those present included Phil Scott, Esso, area chairman; 


Bill Schwindeman, 


Socony-Vacuum, acting eastern region chairman; Fred Meeder, president, Richfield 


Oil Corp. 


(N. Y.), state chairman; Dick Lloyd, Sun Oil, capital district chairman; 


and Harley Hollingsworth, American Oil, special events chairman 


member of the board. He joined the 
Phillips board in 1919, only two 
years after the company was founded. 
DuPont will be succeeded by T. S. 
Gay, vice president, assistant secre- 
tary and in charge of Phillips’ New 
York office. Gay has been with Phil- 
lips for 15 years, both at the head- 
quarters office in Bartlesville, Okla., 
and in New York. 

° 

Charles D. Signorelli has been 
named divisional controller for Tide 
Water Associated Oil Co.’s western 
division. Signorelli has been with Tide 
Water since 1927, when he joined 
the company as a clerk in the auto- 
motive department. He has also been 
named to the firm’s operating commit- 
tee. 

* 

Charles Uban, owner of the Uban 
Deep Rock Service Co., jobber in 
Cedar Falls, lowa, reports his firm 
has two new service stations and is us- 
ing premiums to attract new business. 
In the future, Uban says, he will try 
to raise the efficiency of his six sta- 
tions. 

a 

G. W. McCullough, vice president 
and chairman of the operating com- 
mittee for Phillips Petroleum, headed 
a group of Phillips executives on 
hand Aug. 21 in Jacksonville, Fla. for 
the opening of 23 Phillips service sta- 
tions in Jacksonville and the sur- 
rounding area. Of the new stations, 14 
are in Jacksonville proper, eight are in 
Jacksonville Beach and Mayport and 


one is at Mandarin, Fla. Phillips dis- 
tributors in the area are the newly or- 
ganized Southoil Co. of Jacksonville 
and the Floyd Oil Co. of Jacksonville 
Beach. Phillips officials accompanying 
McCullough were H. R. Cunningham, 
manager of sales promotion; C. R. 
Dougherty, assistant to the regional 
manager, sales department; and George 
Durham, public relations. 


DEATHS 


Charles W. Duncan, 57, northern 
division manager for Richfield Oil 
Corp., (Calif.), died Aug. 17 while in 
Los Angeles for the company’s semi- 
annual sales meeting. A Seattle res- 
ident, Duncan headed Richfield’s mar- 
keting operations in Washington, Ore- 
gon and Idaho. 

o 

W. W. Bruce, 72, retired executive 
vice president of Continental Oil Co., 
died Aug. 21 in the Ponca City, Okla. 
Hospital, shortly after being admitted. 
Funeral services were held Aug. 22 in 
Ponca City. Bruce, formerly a New 
York City resident, joined Continental 
in 1928 as company secretary and as- 
sistant to the president. Before join- 
ing Continental, he was director and 
vice president in charge of sales for 
The Texas Co. He became a Conoco 
vice president in 1929 and was pro- 
moted to executive vice president the 
same year. He was also president of 
Continental Steamship Co., a Conoco 
subsidiary. 


COMING MEETINGS 


North Carolina Oil Jobbers Assn., fall con- 
vention Grove Park Inn, Asheville, N.C., 
Sept. 5-7. 

Assn. of Desk & Derrick Clubs of No. America, 
8rd annual convention, Banff Springs Hotel, 
Banff, Alta., Canada, a 1-9. 

Oil Industry Information mittee, 

Hilton Hotel, fsa a —— 8-10. 

Interstate Oil mission, Fonte 
nelle Hotel, a= News Sept. 9-11. 

Michigan Petroleum Assn., fall convention, 
Park Place Hotel, Traverse City, Mich., 
Sept. 10-11. 

California Petroleum Distributors Assn., fal) 
meeting, San Diego, Calif., Sept. 11-12. 

Connecticut Petroleum Assn., Jobber Man- 
agement Institute, Yale University, New 
Haven, Conn., Sept. 13-15. 

Kentucky Petrolecm Marketers Assn., fal] out- 
ing and annual golf tourney, Kenlake Hotel, 
Kentucky Lake State Park, Sept. 15-16. 

National Petroleum Assn., 52nd annual meet- 
ing, Hotel Traymore, Atlantic City, N. J., 
Sept. 15-17. 

American Petroleum Institute, Lubrication 
Committee, Traymore Hotel, Atlantic City. 
N. Sept. 15-17. 

Alabama Petroleum Jobbers Asen., annual! con- 
vention, Hotel Whitley, Montgomery, Ala.., 
Sept. 16. 

Packaging Institute, petroleum ee com- 
mittee, Philadelphia, Pa., Sept. 21-22. 

Ohio Petroleum Marketers Assn., fall confer- 
ence and golf tournament, Hollenden Hotel 
Westwood Country Club, Cleveland, Ohio 
Sept. 22-23. 

Western Petroleum Refiners Assn., regiona) 
meeting, Henning Hotel, Casper, Wyo., Sept 
23-24. 

Pennsylvania Petroleum Assn., fall convention. 
Pocono Manor Inn, Pocono Manor, > 
Sept. 26-28. 

Tennessee Oil Men’s Assn., fall meetings, ta 
body Hotel, a oe ‘Tena. -» Sept. 27- 

Ind dent Oil Assn., enpusd 
meeting, Hotel oe g hea Iil., 

27-28. 





OCTOBER 


American Socy. for Testing Materials, Com- 
mittee D-2 on Petroleum Products & Lubri- 
cants, Sheraton Park Hotel, Washington, 
D. C., Oct. 3-7. 

Virginia Petroleum Jobbers Assn., Hotel em 
berlin, Old Point Comfort, Va., Oct. 

Virginia Oil Men’s Assn., Hotel Ghanbeatte. 
Old Point Comfort, Va., Oct. 8. 

Empire State Petroleum Assn., fall meeting, 
Whiteface Inn, Lake Placid, Whiteface, New 
York, Oct. 10-12 

National Assn. of Oil Equipment Jobbers, 4th 
annual meeting, Congress Hotel, Chicago, 
Ii, Oct. 10-12. 

Oil Progress Week, Oct. 10-1€. 


South Dakota Independent Oilmen’s Assn., Ho- 
tel Cataract, Sioux Falls, South Dakota, 
Oct. 12-13. 


Indi Ind dent Petroleum Assn., Hotel 
Severin, Indianapolis, Indiana, Oct. 13-14. 


Texas Petroleum Marketers Assn., annual con- 
vention, Hotel Gunter, San Antonio, Texas, 
Oct. 14-16. 


Secy. of Automotive Engineers, national trans- 
gs meeting, Boston, Mass., week of 
18. 





American Society of Lubrication Engineers, 
Lord Baltimore Hotel, Baltimore, Md., Oct. 
18-19. 


Texas Oil Jobbers Assn., Management Insti- 
tute, Driskill Hotel, Austin, Texas, 
19-21. 


Nebraska Petroleum Marketers Assn., annual 
convention, Paxton Hotel, Omaha, Neb., Oct. 
20-21. 


Independent Petroleum Assn. of America, an- 
nual meeting, Tulsa, Oklahoma, Oct. 25-26. 


National Lubrication Grease Institute, 22nd 
annual meeting, Mark Hopkins Hotel, 
Francisco, Calif., Oct. 25-27. 


Secy. of Automotive Engineers, national diesel 
ai as, Statler Hotel, Cleveland, 
jo, Oct. 2 


Texas Oil sha Assn., Management Insti- 
bw Caprock Hotel, Lubbock, Texas, Oct. 


Georgia Independent Oilmen’s Assn., Radium 
= Hotel, Albany, Georgia, Oct. 28-29. 
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To inject with accuracy, equip an 
APM-2 Meter with functional acces- 
sories and hook up to the pump for 
feeding additives into the gasoline 
loading line. When set stop valve is 
opened, motor control switch auto- 
matically starts pump motor. When 
pre-determined quantity of additive 
has been delivered, motor control 
switch automatically stops pump. 
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SUSTAINED ACCURACY 


...is especially important when injecting additives 


Newest thing in the injection of expensive 
additives into premium gasoline is the use 
of A. 0. Smith Meters. They win the bless- 
ings of both Quality Control and Accounting 
Departments through their sustained accu- 


racy and functional features. 


The more expensive the product . . . the more important is accuracy. 
See nearest representative or write for data on the APM-2 Meter. 


+ 
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aie Machines Pune Vessels and 


and Electrodes Heat Exchangers Safety Grating 


Through research ...a@ better way 


A.O.Smith 


[en Oo Ramee 


- © Fea - Oo = 2 Se e's 


Factories: 5715 Smithway St., Los Angeles 22, Calif., P. O. 
Box 500, Succasunna, N. J. Offices: Atlanta, Chicago 7, 
Houston 20, Los Angeles 22, New York 17. Canada: Toronto 
12, Vancouver 1. International Division— Milwaukee 1, Wis. 


oe) 
\ M £ Line Pipe end Vertical 
Electric Motors Oil-Well Casing Turbine Pumps 





FOR FALL CHANGEOVER 


Buy all your stocks 
from one reliable source 


SUN 


For marketers who do not have blending equipment 


Finished Motor Oils—SAE 5W-20 through 50 

Finished Greases—general chassis, wheel bearing, brake 
parts, universal joint, water pump 

Finished Lubricants—transmission, differential, steering gear 


For compounders 


Base Stocks—for blending motor oils, for compounding 
greases and lubricants to meet every auto- 
motive requirement. 


For complete technical data, price and delivery information, call your Sun 
Representative or the Wholesale Manager in any of the offices listed below. 


BOSTON—HUbbard 2-7765 DALLAS—PRospect 1611 NEW YORK CITY —LExington 2-9200 
CHICAGO—HaArrison 7-2562 DETROIT—WOodward 1-7240 PHILADELPHIA—KIngsley 6-1600 
CINCINNATI—GArfield 3930 JACKSONVILLE—Jacksonville 3-0941 PITTSBURGH—GRant 1-1645 
CLEVELAND—VUlcan 3-6100 MONTREAL —Wlllbank 2131 TORONTO—GLadstone 3581 


SUN OIL COMPANY @ PHILADELPHIA 3, PA. 


In Canada: Sun Oil Company Ltd., Toronto and Montreal 





